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Oil workers want wage increase. 13 A camera look « 
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ERGE (fis wide Hreribility 


in selection of REMOTE CONTROL SYSTEMS 


For.!l t. 6 


DISPENSERS 


+. 
~ MODEL 776-10 


1/3 H. P. 
MOTOR 


MODEL 776-30 


3/4 H. P. 
MOTOR 


For more than 20 years Erie has 
offered remote control units. We 
show one and two unit installations 
at the right. They are recommended 
for installations where excessive lift, 
long horizontal pulls or high altitude 
are factors. Installed over under- 
ground tanks they require only short 
suction lines and push fuel to dis- 


pensers. Erie Dehydrator-Filters can 


be added to deliver a cleaner, 
moisture-free fuel. 


Erie M-P Systems pioneered the use 
of submerged turbine pumps and 
Dehydrator-Filters. 
These are available a} 
in capacities for 1 to 
8 dispensers. Hund- 

reds of Erie M-P Sys- 


tems are in service. 
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ERIE METER SYSTEMS, INC. ¢ Exe. Ha. 
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News from down on the farm 


It wasn’t so long ago that most tractor dealers harvested a growing crop of com- 
plaints about valve failures every season. Now complaints about valve burning 
are becoming as rare as buckboards. 


Why? 
To make a long story short: Back in 1950, an Ethyl survey of 12,000 tractor 
dealers disclosed that valve burning was becoming increasingly serious. And, 


even though this was largely a mechanical problem, petroleum refiners and mar- 
keters also were concerned because they were hearing about it from their customers. 


We knew that valve rotators had successfully prevented valve burning in 
heavy-duty trucks—and would be equally effective in tractor engines. So, as a 
service to the petroleum industry, we decided to tell tractor manufacturers, 
dealers and farmers of our experience. 

(Continued on next page) 
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News from down on the farm 
(Continued from preceding page) 


We organized an educational program promoting valve rotators. Nearly half a 
million rotator booklets were distributed and Ethyl valve-rotator films toured 
the country. Ethyl demonstration trailers followed through with complete infor- 
mation on valve-train servicing, installation methods and the like. And, of 
course, strong advertising was placed in tractor trade publications. 


Result: Today, rotators are available at the factory for more than three-quar- 
ters of the tractors produced. (Only one model could be so equipped in 1950.) 
And more than 95% of all tractors made since 1939 can now be equipped with 
rotators. 

MOST IMPORTANT, VALVE BURNING IN TRACTORS IS NO 
LONGER A PROBLEM. 

This is another example of how Ethyl’s unique position in the industry enabled 
us to perform a valuable service and protect an important petroleum market. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 
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Streamlined mobile classrooms have proved 
a most effective Ethyl service tool in pro- 
viding on-the-spot instruction in precision 
service of tractor engines. 


compounds. 


drive-in theatres. 


Ethyl Service is backed by 31 years of antiknock experience 


Invisible particles in engine 
exhaust gases are trapped in 
this electrostatic precipitator 
to help Ethyl research people 
develop better antiknock 


Your best gasoline will be promoted 
to motorists beyond the reach of 
Ethyl’s television program by min- 
ute movies in more than 350 selected 
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BUTLER 


Routemaster 
truck tanks.... 
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ALL 
NEW 


route-matched by 5,000 marketers 
to lower delivery costs 





Butler asked 5000 petroleum marketers, ‘““What do you need in a truck tank?” 
Using the marketers’ answers, they designed the NEW Routemaster series to 
lower your delivery costs with: 

NEW, reduced backtracking. You haul largest loads over your routes, with 
1000, 1200 or 1500 gallon capacity. And, with double bulkheads and plenty of 
TBA space, you carry the commodities you need—make one-trip deliveries. 
NEW, faster deliveries. You speed up emptying with smooth flow, seamless 
tube piping. New conveniences include hose tubes that open into both bucket 
box and cabinets, optional side door equipped with easy-turning rollers. 

NEW, immediate availability. You can start cutting your delivery costs now! 


Get the full profit-story on the NEW Butler Routemasters. Designed to 
answer the expressed needs of al/ petroleum marketers. Built to Butler’s high 
standards of quality. Route-matched to pay bigger hauling profits. Write today. 


BUTLER MANUFACTURING COMPANY 


7454 East 13th St., Kansas City 26, Missouri 
954 Sixth Ave., S. E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment © Stee! Buildings * Farm Equipment * Cleaners Equipment * Special Products 
Factories located at Kansas City, Mo. * Galesburg, ill. * Richmond, Calif. + Birmingham, Ala. + Minneapolis, Minn, 
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Testing tank car linings is a scien- 
tific job at General American. Our 
Research and Development Laboratory 
runs “commodity tests" on every 
liquid carried in GATX tank cars. 
These two-way tests examine the 
effect of the lading on the linings 
and fittings of the cars—as well as 
the effect of the car interiors on 
the ladings. They determine the best 
linings, parts and replacement parts 
for more than 200 different types of 
GATX tank cars. Results are also 
used by our mechanical department in 
setting standards and times of 
inspection for each car. 


A large, fully-equipped laboratory 
supports General American's main- 
tenance, design and production 
departments in building and operat- 
ing the 47,000 car GATX fleet. The 
"lab" is one of the facilities that 
aids General American in giving 
shippers more dependable service for 
transporting liquids in bulk. 


Car repair shops throughout the U.S.A. 
Offices in principal cities 


inside information on GATX tank cars 





GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 South La Salle Street - Chicago 90, Illinois 
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Behind Our Headlines 


Clyde La Motte, of our Washington 
staff, spent last week in Cleveland 
covering two labor meetings that prob- 
ably will affect you, directly or indi- 
rectly. The Oil Workers International 
Union (CIO) okayed merging with a 
big oil union now being formed, and 
its policy committee voted to seek a 
wage increase. 

With complete immodesty, we're 
proud to report that the only complete 
coverage of the meetings appears in 
NPN and our sister publication, the 
daily Platt’s Oilgram News Service. In 
fact, our publications were the only 
oil papers with staff reporters on the 
spot, reporting the day-to-day develop- 
ments. Reporters from local papers 
checked on the proceedings, and the 
wire service covered them by phone. 

Because of the importance of labor 
as a Vital factor in the oil industry, we 
report on labor developments as part 
of our basic news service. 

Clyde received assistance from 
three men of the McGraw-Hill News 
Bureau in Cleveland. Thus we not only 
had personal coverage, but we had 
sufficient man-power to do a thorough 
job. You can read the results, starting 
on page 13. (Also in last week’s Oil- 
grams.) 

We had been planning coverage 
since the meetings were scheduled a 
few weeks back. Preliminary stories 
came from Denver where Frank Pit- 
man, our special correspondent, holds 
forth. 

Clyde, incidentally, is a seasoned 
reporter of labor activities and is well 
acquainted with the OWIU and its 
officials. So he is admirably qualified 
to supply the coverage our readers 
expect—and get! 

—Herbert A. Yocom 
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Customers can depend on 


DIXIE CHEMICALS 


Farmers spray cotton fields with Dixie *‘Early Crop” 
to induce earlier harvesting, facilitate picking, 
and aid pink bollworm control. All drums of 
“Early Crop” are protected by Tri-Sure Closures. 


- always delivered 
in drums 
protected by 


Tri-Sure Closures 


Fear abeeee gets valuable help from Dixie’s 
fine line of chemicals— which includes ““Early 
Crop”, the defoliant that speeds up cotton har- 
vesting, and ‘“‘Penta”’, the fence- post preserva- 
tive that also destroys termites. 

Farmers know they can depend on these and 
other Dixie Chemicals—shipment after ship- 
ment, year after year— because 


Fence posts are preserved by 
soaking them in Dixie “‘Penta”’, 
in a tank formed by welding 
together two empty drums. 
“Penta” is always delivered 

in drums equipped with 
Tri-Sure Closures. 


“full value every time” . . . as an expression of 
regard for every customer. And, in all these 
ways, oil and chemical companies the world over 
are proving that it pays to insist on the Tri-Sure 
Flange, Plug and Seal. 

Give your shipments the security they should 
have by specifying ““Tri-Sure Closures’’ on every 

drum order. 





they are made right and protected 
right—in drums equipped with Gms *The “Tri-Sure” Trademark is a mark of 


Tri-Sure* Closures. 7; “§ 
The Dixie Chemical Company 


eg. U.S. Peas. OF genuine Tri-Sure Flanges (inserted with 


uses Tri-Sure Closures to prevent 
losses in transit . . . as proof of 


reliability backed by over 30 years serving 
e industry. It tells your customers that 


genuine Tri-Sure dies), Plugs and Seals 
have been used. 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Under-the-Canopy Cuts—The use of gasoline “courtesy” 
cards (allowing 2¢ off the pump price) is spreading in the 
central states. Motorists at some metropolitan stations are 
getting the 2 cents off, plus premium stamps worth 0.6¢ 
per gal. At a Chicago major brand outlet, for example, the 
customer buying 8 gal. of gasoline not only saves 16¢ with 
the courtesy card, but also is given two cans of powdered 
cleanser and a box of powdered soap. Dealers of at least 
four big oil companies are now using the cards. 


Atomic Impact on Oil—The Atomic Energy Commis- 
sion thinks the coming industrial development of atomic 
power will have two main effects on oil. First, the com- 
mission says, atomic power will take up the slack caused 
by depleted oil reserves and by rising demand in the latter 
part of the century. Second, the commission thinks atomic 
power will be “strong restraining force” against rising fuel 
costs. AEC believes atomic power might be supplying 10% 
of the nation’s energy needs by 1975. 


Jobbers Study Costs—Many oil jobbers reportedly are 
making use of the survey of jobber costs and profits com- 
piled by the Uniform Accounting Committee of National 
Oil Jobbers Council (NPN April 14, P. 24). These jobbers 
are determining their own cost figures, using the breakdown 
that appeared in the survey, and then comparing their fig- 
ures with the national average. The committee hopes all 
other jobbers will do the same, believing that the jobber 
who makes a closg analysis of his operating costs will be- 
come a more efficient marketer. The fact that many jobbers 
are using the NOJC figures means that the committee, in 
preparing future cost reports, will have a much larger mass 
of material available than in the past. 


Cutback to Stick—A large Independent refiner on the 
Gulf Coast plans to keep its crude runs 25% under last 
year’s rate for the rest of this year—regardless of what 
others do unless the supply-demand outlook for refined 
products shows a big change. One of the first to cut back 
refinery runs last year, the refiner thinks that too many 
small and large refineries east of the Rockies still are run- 
ning too much crude, trying to operate standby facilities 
built for national emergency use. 


Pipe Line Started—Frontier Refining Co., Denver, is 
aiming at an Oct. 1 completion date for its new 6-in. prod- 
ucts pipe line from the company’s Cheyenne, Wyo., refinery 
to North Platte, Neb. Construction has begun on the 220- 
mile line, which Frontier says will open a vast farm market 
for its products in Nebraska, northwest Kansas and north- 
east Colorado. The line will serve new truck terminals to 
be built at Sidney, Neb. (2 million gal. storage capacity), 
and at North Platte (6 million gal.). 
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Station Check-Cashing—A jobber in Springfield, Ill. 
Claude Ware, expects sharp gallonage increases as the result 
of a new free service—cashing payroll checks—at the 18 
stations he operates in Illinois and Iowa. The new service 
has already boosted volume 4% to 6% at some outlets. 
Each station starts the day with $5,000 in cash. On pay 
days at industrial plants, one station cashes as much as 
$17,000 in checks (requiring the station manager to make 
several trips to the bank for more money). Individual 
checks usually range from $45 to $112. Ware advertises the 
service with signs at the stations. Cash is kept in a safe, and 
the station manager cashes checks behind a closed door 
with a glass panel. 


Clearing TBA Roadblocks—Look for the Oil Industry 
TBA Group in the coming months to go all-out on the 
problems raised by dry batteries and tubeless tires. Some 
oil-TBA men call these problems the most troublesome yet 
confronting the oil industry in TBA. With dry batteries, it 
is the problem of handling the acid. With tubeless tires, it 
is the problem of proper dealer equipment to service the 
tires. One oil man sees three needs: The industry must rec- 
ognize that the problems exist; dealers must be made aware 
of them; and solutions must be sought. 


Door Open to Consignees?—Northwest Petroleum 
Assn. is debating whether to extend membership to major 
company commission agents—or to establish a special divi- 
sion for them. Many consignees in recent weeks have asked 
to join the Minnesota-North Dakota jobber group. The 
matter may be settled at the association’s conference June 
14-15 at Breezy Point, Minn. 


Refinery Keeps Growing—Richfield Oil Corp., Los 
Angeles, is already talking to contractors about the next 
units for its sprawling 123,000 b/d Watson, Calif., refinery. 
Only last month President Charles S. Jones dedicated $40 
million worth of new equipment at the plant. The need for 
constant growth to stay competitive is reflected in Jones’ 
statement after the dedication: “That pile of rust you saw 
this afternoon is already as obsolete as yesterday’s news- 
paper.” 


Producers Worried—Small! producers of Pennsylvania 
Grade crude oil are warning that another crude price drop 
will endanger the existence of their thousands of stripper 
wells. One producer selling a total of 50 b/d to four refiners 
says he had to put his men on a five-day week following 
the recent decline in crude prices to $3.26 per bbl. The 
men had been working six and seven days a week. The 
producer says high labor and equipment costs have made 
his position precarious. 





WITH A MILLER FRANCHISE 


YOU SELL TIRES THAT MAKE DRIVING OAFER 


A special layer of gummy rubber in Miller Safety-Guard Tubeless Tires seals 
punctures as fast as they occur with no loss of air. 


635 


S-s5:55? ee 7 


A WARNING—NOT A BLOWOUT 


Miller's patented Blowout Shield takes the place of tubes. If severe impact 
damages cords, only a small leak occurs and tire goes down slowly to give 


plenty of time for safe stopping. 


Safety is a tire’s most saleable feature 


Your dealers can talk the kind of safety Miller offers, 
they’ve got today’s most potent sales inducement. The 
“only-a-little-bit-more” price of Miller Safety-Guard 
Imperial Tubeless Tires looks small indeed when com- 
pared to the cost of even a minor accident. 


Here’s a tire that seals even spike-sized punctures with- 
out measurable loss of air. A tire with a patented Blow- 
out Shield that can save lives and property. A tire with 
a new kind of tread that grips harder and tighter 
to guard against skids. 


And safety isn’t the whole story! Miller tires match the 
best in the industry for long mileage, better appearance, 
more comfortable riding. 


There’s profit safety for you 


You get a break with a Miller Franchise. You can sell 
without giving away your profits. You get a protected 
territory. You get market coverage with a full range of 
sizes, types and grades of passenger, truck and farm 
tires. You get a vigorous selling program that includes 
seasonal promotions and national area advertising. You 
get the continuing support of experienced, alert tire 
merchandisers. You get the backing of the foremost 
research facilities in the whole tire industry. 


INVESTIGATE NOW! Now is the time to look into the profit 
opportunties of a Miller Franchise in your territory. Write 
Dept. NM-6, for complete information. Miller Rubber Com- 
pany, a Division of The B. F. Goodrich Company, Akron, O. 





CMILLER= 


> MILLER 





NATIONAL PETROLEUM NEWS -« June 9, 1954 





AHEAD OF THE NEWS 


Dry-Battery Handling—Tests are under way to find the 
best container for the acid used in the new automotive dry 
batteries. The field seems to be narrowing down to dis- 
posable cartons and returnable bottles. Polystyrene bottles 
would be handled in the same way as soda pop bottles. 
Filled with acid, the bottles would be left with station 
dealers—and the empties would be picked up. Cartons are 
being considered because they could be thrown out. A 
problem with them is the danger of having the acid eat 
through. 


Stress on Marketing—Several Canadian Oil Companies 
are increasing capital expenditures for marketing improve- 
ments. In recent years, marketing has had to take a back 
seat in companies having a stake in Canadian crude. While 
the race was on to develop new producing fields in Western 
Canada, the tendency was to let activities like marketing 
coast along. 


Writing by Radio—Fuel oil truck drivers may eventually 
be able to get written messages by radio from their dis- 
patchers. Tel Autograph Corp., New York, is working on 
a radio adaptation of its telescriber, which sends written 
messages by wire. When words are written by a stylus on a 
metal plate at one station on a circuit, an automatic pen 
simultaneously writes the same words on a roll of paper 
at each receiving station. If the radio adaptation is success- 
ful, Tel Autograph says, oil truck drivers could receive 
messages while away from the truck during a delivery. 


New Texaco Building—The Texas Co. may build a 12- 
story $2,225,000 headquarters for its West Coast activities 
at Wilshire Blvd. and Catalina St. in Los Angeles. Plans 
are contingent on City Council approval of Texaco’s request 
for a zoning change. 


NPN Staff 


Pennsylvania Oil Outlook—Most members of the 
Pennsylvania Grade Crude Oil Assn. are not disheartened 
by the recent drop in crude prices and market losses by 
Pennsylvania lubricants. They're not exactly optimistic, but 
they point out that crude and product prices are weak in 
other areas of the country. Many feel that plans for more 
research, advertising and selling push behind Pennsylvania 
oils will turn the tide back toward rising sales. One refiner 
official puts it this way: “There’s nothing wrong with the 
Pennsylvania industry that couldn’t be cured if we'd get 
off our chairs and get out and sell.” 


Seaway Studies—Maijor oil companies operating in the 
East are looking into the oil supply-transportation pos- 
sibilities in the St. Lawrence Seaway—the joint Canadian- 
U. S. project for improving the shipping route between the 
Atlantic Ocean and the Great Lakes. So far, the majors are 
just looking, with no definite plans on the table. 


Lignite for Power—More competition for heavy fuel oil 
and natural gas had developed, following the dedication of 
an aluminum smelting plant at Rockdale, Texas. The plant 
will use electric power for generators fueled by lignite (low- 
grade coal). A similar industrial power use of lignite is pos- 
sible in other areas where supplies are ample. Making the 
new process more feasible is the fact tars are obtained as a 
co-product, for sale to chemical manufacturers. 


Cat Cracker Coming—Latest expansion of Standard Oil 
Co. of California in the Intermountain region is a second 
cat cracking unit to be built at the Salt Lake City refinery 
of Standard’s subsidiary, Salt Lake Refining Co. Since 1948, 
Standard has spent $50 million in the region for pipe line 
and refining facilities operated by subsidiaries. The new 
8,000 b/d cat cracker will convert residual to high-grade 
gasoline. The unit is slated for completion next April, at a 
cost of $2,500,000. 
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GLOBE HOISTS 


add the profit dimension 
to modern motor servicing 





GLOBE HOISTS give floor space the third dimension of eleva- 
tion . . . raising the car up off the floor for easier, faster and more 
profitable motor service. 


GLOBE “Qrame-Koutact”” HOIST 


This revolutionary, 


by its frame for easier handling, greater accessibility, and 
improved lubrication technique. Both single and 2-post 


types are available. 


Handles all passen- 
ger cars. 8,000 lbs. 
capacity. Easy to 
install. Flat contact 
members provide 
maximum bearing 
surface contact to 
car frame. ‘“‘Frame- 
Kontact” Hoists 
are manufactured 
under the following 
Globe-owned pat- 
ents: 2654443 
2612355 2612344 
2593635 2593630 
2458986. 


Globe-pioneered Hoist raises the car 
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GLOBE 4-ost Llechic HOIST 


The ideal Hoist selection for temporary or upper floor 
locations, or wherever ground excavation is impractical. 
Can be moved easily . . . installed anywhere. 


Roll-on or free- 


wheel types. 7,500 } 


lbs. capacity. 
Clear floor space; 


no center obstruc- & 


tions. Free-wheel 


types are supplied F 


with axle block 


supports and} 


drive-over ramps. 





GLOBE Heauy Duty TRUCK HOIST 


Globe type CR, 2-post connecting rail, illustrated, is 


typical of Globe’s 


Hoists. Capacities to 40,000 lbs. 
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for the com- 
plete story of 
Glebe Auto- 


Truck Hoists. 


! 

I 
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! 

I 
motive and | 

I 

L. 


complete line of heavy duty truck 


Type CR-210, ca- 
pacity 20,000 lbs., 
is a popular and 
widely used Hoist 
which will handle 
both trucks and all 

| passenger cars. Air- 
’ oil or electric pump 
| operation. Com- 
plete with tank, 
jacks, and controls. 





Globe Hoist Company NPN-63 
E. Mermaid Lane at Queen St. aad J 
Philadelphia 18, Pa. | 


I'd like to know more about Globe Automotive l 
and Truck Hoists. 
Name 


Address 


City Zone State 


GLOBE Prcusmission Dolly 


This sturdy, versatile jack is a must for removing and 
replacing both regular and automatic transmissions; as 


LO 


well as for other under-car 
lifting operations. Can be 
used with any 2-post or 
“Frame-Kontact” Hoist. 
Two-stage, hand-operated 
hydraulic ram has a capac- 
ity of 1,000 lbs. Auto- 
matic by-pass valve pre- 
vents overloading. Roller 
mounted, this jack can be 
moved easily across floor. 
Adapters for handling vari- 
ous types of transmissions 
available. 





THE BEST LIFT 





vy 


Globe Hoist Company 


E. Mermaid Lane at Queen Street, Phila. 18, Pa. 
Plants: Des Moines * Philadelphia 
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WASHINGTON 


Jobbers May Feel Result of FPC Choice 


Oil marketers might have a big stake 
in the relatively quiet—but very in- 
tense—tugging and pulling going on 
now over the appointment of a new 
member to the five-man Federal Power 
Commission. 

Going out this month, upon expira- 
tion of his term, will be Dale Doty, 
regarded as a “Fair Dealer” and a 
champion for the “consumer interest” 
—meaning he has been in favor of 
broader government controls over the 
natural gas industry. 

The question is whether his replace- 
ment will be a man of similar phi- 
losophy or whether FPC gets a new 
member who leans toward the fewer- 
_ontrols-and-freer-competition philos- 
ophy. 

This new member might be enough 
to sway the commission’s findings on 
any number of questions involving gas 
profits and prices—and consequently, 
of course, their relationship to oil and 
other competing fuels. 

One big issue to be settled in the 
near future, for example, is whether 
FPC should allow the inclusion in gas 
purchase contracts of so-called “fa- 
vored nation escalation clauses,” 
whereby gas purchasers agree to raise 
their prices in the event that a seller 
in a particular field negotiates the 
higher price with another buyer. FPC 
can’t set field prices of producers but, 
in the event it should decide that 
these clauses result in excessively high 
prices to gas consumers, it could re- 
fuse to approve pipe line projects 
containing such clauses. This, inciden- 
tally, would mean lower gas prices 
and tougher competition for fuel oil. 

In this issue as with most other 
policy decisions that have to be made 
in this field, the big question is: By 
giving prices a freer play are you 
“gouging” the consumer, or will this 
price freedom result in bettering ex- 
ploration and development and even- 
tually result in more gas and lower 
prices to consumers? The “liberals” or 
“consumer-minded” advocates lean, of 
course, to the tight control theory, con- 
tending that the only way to keep 
prices down is to clamp down the FPC 
“lid.” 

Anyhow, various names are being 
mentioned as Doty’s replacement. 
Perhaps leading the field is Harry C. 
Begley, a member of the Illinois Com- 
merce Commission. He is being cham- 
pioned at the White House by Senator 
Everett Dirksen (R., Ill.), who, despite 
his support of the late Robert A. Taft 
for the Republican presidential nomi- 


nation, reportedly has gained con- 
siderable stature at the White House. 

Dirksen’s office tags Begley as “con- 
sumer-minded” but claims that he also 
has the support of a number of gas 
companies in Illinois because of his 
“impartial and fair” attitude. 

So it looks as though the installation 
at FPC of another “liberal” could 
mean a setback to the oil jobber hopes 
that natural gas might one day be 
priced at the well on a comparable Btu 
unit with crude oil. Right now it’s 
about five-to-one in favor of gas. 


Business for Somebody 


Some lucky oil operator is going to 
end up with a juicy supply contract 
once the military makes up its mind as 
to where the new $125-million Air 
Force Academy will be built. The 
project has been authorized by Con- 
gress and a special committee has 
recommended that Air Force boss 
Harold Talbott choose between one 
of these three sites: Ogden, Ill., Lake 
Geneva, Wis., or Colorado Springs, 
Colo. 


No Quick Freeze 


Oil buyers and sellers would not be 
saddled immediately with price con- 
trols should the Indo-China situation 
bring on another defense expansion 
and supply program as did the Korean 
War. 

Authority to impose materials con- 
trols still exists but a price-wage freeze 
would require action by Congress. 
This was the big gap left in giving 
the administration stand-by economic 
controls. 

But officials are certain the Presi- 
dent would ask Congress for price- 
wage controls, should a renewed de- 
fense build-up bring on an inflationary 
spiral. In fact, there is some talk that 
the President may ask Congress for 
stand-by wage-price authority if the 
Indo-China situation hasn’t crystallized 
by the time Congress prepares to ad- 
journ this summer. 


Budget Cut Restored? 


One could almost hear the Oil and 
Gas Division officials breathe a sigh 
of relief when the Senate Appropria- 
tions subcommittee recomended a 
$300,000 budget for it, thus restoring 
the $200,000 cut the House had made. 
The House and Senate will now have 
to work out the difference. 


—NPN Washington Staff 
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NOW 
READY— 


the 1953 edition 
of Platt's 


OIL PRICE 
HANDBOOK 


(30th Edition) 


COMPLETE-— 


Petroleum Prices! 
Facts! 
... any oil price 
for any given day! 


Platt’s OIL PRICE HANDBOOK 
rovides finger-tip information for 
Coar oil executives . . . marketers 
... buyers... sellers . . . com- 
pany and association statisticians 
. . » Tresearch analysts ... ac- 
countants . . . in fact, for anyone 
who deals with oil prices in any 
way, this hand book is a must 
to complete their 1954 business 
library. 


Platt’s OIL PRICE HANDBOOK 
contains all the vital oil price in- 
formation for the year of 1953, 
accurately reported and published 
in one, complete single source 
package. You can find any oil 
price or any oil price change 
merely by turning to the appropri- 
ate conveniently die-cut marginal 
index . . . the low and high for 
any given day, the lows and the 
highs monthly and yearly averages 
for any given petroleum product. 


More complete than any of the 
29 previous editions, with a new 
and improved t style, the new 
Platt’s OIL PRICE HANDBOOK 
will continue to sell at $15.00 per 
copy. It comes to you in a durable 
and attractive cover, case bound. 

edition is printed in a limited 
quantity, so rush your order for 
your copy today! 


SEND YOUR ORDER 
WITH PAYMENT TO 


OIL PRICE 
HANDBOOK 


McGraw-Hill Publ. Co., Inc. 


330 W. 42nd Street 
New York 36, N. Y. 
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Primary Stocks 


1953 | 1954 


Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 

Residual fuel oil (thous. bbl.) 


Crude ojl—B. of M. (thous. bbl.) 


Refinery Activity 


Crude runs to stills (thous. bbl. daily) 


Foreign crude included (thous. bbl. daily) 


% of refinery capacity operated 


Refinery Output 


Gasoline (thous. bbl.) 
Kerosine (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 


Crude Supply 


U.S. crude oil production (thous. bbl. daily) 


Crude oil imports (thous. bbl. daily) 


v 


Week Ended 
May 29, 1954 


172,855 
71,224 
23,416 
46,433 

279,256 


7,020 
676 
86.7 


23,063 
2,336 
9,459 
8,293 


6,332 
882 


NPN PRICE AVERAGES* 
Refinery/Terminal 
(¢ per gal.) 
June 4 May 7 June 8 


1954 
Gasoline 11.74 
Kerosine 10.35 
Distillate 8.95 
Residual 3.81 
4 principal 
products 8.87 
Lube oil 16.77 
Crude at 
well ($ 
per bbl.) 2.81 


1954 1953 


11.85 11.71 
10.36 10.12 
8.96 8.64 
3.90 3.51 


8.96 8.71 
16.98 17.59 


2.82 2.63 


* Weighted average price, prin- 


cipal markets. 


Week Ended 
May 1, 1954 


177,058 
61,405 
19,680 
44,147 

274,003 


6,675 
616 
82.4 


22,567 
2,199 
9,067 
7,918 


6,519 
494 


Week Ended 
May 30, 1953 


150,810 
70,550 
22,948 
41,425 

280,681 


7,047 
660 
92.1 


23,131 
2,346 
9,781 
8,564 


6,265 


667 


Latest Month 


42,104 (Mar.) 
9,677 (Mar.) 
21.37 (May) 
3,527 (Feb.) 


Previous Month Year Ago 


Bi) MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 


Average station gasoline price, ex tax (¢ per gal.) 


46,831 
9,965 
21.60 


44,834 
13,649 

20.58 
*Gasoline consumption (million gal.) 


Service station building permits (number) 


Passenger cars—domestic shipments (thous.) 


Trucks and buses—domestic shipments (thous.) 


Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 


Oil burner shipments (thous.) 


* Excludes Oklahoma. 


531 (Mar.) 
515 (Apr.) 
80 (Apr.) 
4,935 (Apr.) 
1,421 (Feb.) 
47 (Mar.) 


3,574 
370 
510 

85 
4,350 
,788 
43 


3,378 
375 
578 
115 

5,001 

1,162 

56 
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SUPPLY AND DEMAND | 


iis, 
Days’ Supply Steady — Stocks of yw iY 
finished and unfinished gasoline on | 4) st us Y 


\ 


May 31 were sufficient to last 47 
days, the same as the previous 
month, according to an NPN com- 
pilation of Bureau of Mines and 
American Petroleum Institute data. 
On May 31 of last year, there was 
a 42-day supply. Total days’ sup- 
plies of other products on May 31, 
1954;. April 30, 1954, and May 31, 
1953, in that order, are kerosine, 
111, 110, 133; distillate fuel oil, 
66, 64, 77, and residual fuel oil, 
33, 32, 29. 








Crude Runs Rise—Refinery runs of 
crude oil in U.S. again rose above 
the 7 million-b/d mark in the week 
ended May 29, according to API 
statistics. Output of gasoline de- 
clined, but other major products 
were up. Stock changes were set- 
sonal. Crude oil and condensate 
production averaged 6,431,350 b/d, 
down 3,500 b/d from the previous 
week. 


Oil Imports Climb—Crude oil and 
products imports into U.S. rose 
54,400 b/d over the previous week, so does Canfield Premium HDM Motor Oil provide the sales 
API states. East of California : - i 
showed a 33.800 b/d decline, but clincher for your motor oil selling efforts. 

California imports were up 88,200 

b/d. Figures include 55,000 b/d to | Because the base stocks used are solvent refined from “hand-picked” paraf- 
cover non-reporting companies, all 
east of California, but not military 
and other government agency re- oil... free from friction drag . . . low in combustion chamber deposits. 
ceipts. 


Just as a wedding ring clinches a romantic sales effort, 


fine base crudes, Canfield Premium HDM is an extra clean, super tough motor 


a trolled ts of anti-acid, 
More Use Data—California (13.4%) ; The use of carefully controlled amounts of anti-aci 


and Connecticut (10.6%) topped a ; anti-oxidation and detergent additives eliminates 
list of six states showing gasoline 
consumption estimate increases for 
March this year over March last 
year, the API reports. Other 
states were Missouri, 9.3%; Nevada, | . y Customers are assured of extra performance in 


8.4%; Utah, 6.2%, and Wisconsin, | heavy duty service MM, MS, DG. 
3.4%. 


corrosive acid action, excessive oxidation. 


Screens and tight clearances are kept open. 


Crude Output Up—World crude oil : Because the refining of Canfield Premium HDM 


production increased 244,000 b/d | , is carefully controlled from crude to finished 
Rage Saabs func an, tae product, every drop is of the same consistant high 
mark of 12,942,000 b/d. Crude runs quality ... year in and year out. It will pay you well to investigate the 
gained, while crude stocks were 
down 263,000 b/d during Decem- 
ber, compared with a 163,000 b/d 
decrease the previous month. 


many sales clinching advantages of this superior heavy duty motor oil. 


Available under your brand or ours in tank cars, transports, drums and 

refinery sealed cans. 

Creole Production Off—Creole Pe- 
troleum’s operated production in 
Venezuela averaged 684,424 b/d in 
April. Net production plus _ pur- 
chased royalty oil -was 746,394 b/d. 


and 15,602 /d trom March and | JOO DDS Goo} i elo? ary, be 


of about 50,000 b/d from April of General Offices: Cleveland 27, Ohio 


Write, wire or phone for the complete quality and profit story ... NOW. 


last year. 


r é ‘ 
. ¥ 
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Both of these great new Phillips 66 products 
are backed by a big, forceful advertising cam- 
paign reaching millions of motorists—through 
newspapers, farm magazines, outdoor posters, 
radio and television. 


All over the Phillips 66 marketing area, car 
owners are reading and hearing that TROP-ARTIC 
is the first all-weather motor oil which has proved 
it meets the most exacting standard ever estab- 








lished for automobile lubrication . . . Mil-0-2104, 
Supplement | level. 


Compared to ordinary motor oils, New Trop- 
Artic has many selling advantages. It cuts oil 
consumption 15% to 45%. It keeps pistons 
cleaner. It saves motorists money by increasing 
gasoline mileage. TRop-ArTIC is truly an all- 
weather oil, serving in both summer and winter 
... an oil so good it can double the life of an auto- 
mobile engine ! 

You can deal yourself aces back to back, by 
asking about a Phillips 66 franchise. Write to: 
Sales Department, Phillips Petroleum Company, 
Bartlesville, Oklahoma. 


New Flite-Fuel, New Trop-Artic Motor Oil 
A Wnwing tand for Phillips 66 Dealow 


The new Trop-Artic Motor Oil—another 
“World’s First” by Phillips—is a worthy com- 
panion to the recently introduced Phillips 66 


FLitE-FueL. Together, they form a profit-building 
combination for Phillips 66 Dealers. 


Successtil Businesses are Built with Successtul Poduets/ 
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THE INDUSTRY 


DELEGATES to the OWIU convention in 


Two major steps were taken 
by the Oil Workers Interna- 
tional Union (CIO) last week 
at Cleveland. 

© It decided to seek a 5% wage in- 
crease for its members this year, but it 
promised it will not strike to get it. 
The increase would be about 11.25¢ 
per hour since the average wage is 
placed at $2.25 an hour. 

e It voted to merge with other oil 
and chemical workers into a new and 
bigger union—the Oil and Chemical 
Workers International Union. Object 
of the new “all-union union” is to give 
oil workers greater strength in negoti- 


National Petroleum News 
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Cleveland check in at the registration desk before the session begins 


OWIU to Ask 5% Pay Hike, OKs Merger 


ating labor contracts with manage- 
ment. 

The developments came at two sep- 
arate meetings. Early in the week, 250 
delegates voted to merge with the pro- 
posed giant union. The tally was 73,- 
891 for and 881 against. (Each of the 
250 delegates cast the number of votes 
covered by the workers his local rep- 
resents. OWIU claims to represent 
about 130,000 but does not claim that 
all are union members.) 

Fate of the big union now rests in 
the hands of the independent unions. 
If several of them, particularly one or 
more of the larger independents, fol- 


low OWIU’s lead, the OCWIU prob- 
ably will be launched late this year or 
early in 1955 

On Friday, the 27-man OWIU pol- 
icy committee reached its decision to 
ask for the 5% increase. In an un- 
precedented move, the locals were in- 
structed to negotiate the wage increase 
without striking, threatening to strike 
or without taking a strike vote in 
advance. 

The two meetings were held inde- 
pendently of each other. 

Although the merger is of greater 
long-range importance, the bid for 
wage hike is of more immediate inter- 





HOW THE UNION MERGER CAN AFFECT MARKETERS 


Organization of the proposed new 
Oil and Chemical Workers Interna- 
tional Union probably will have little, 
if any, direct impact on marketers. 

The Oil Workers International Un- 
ion has made little real effort through 
the years to organize marketers, and 
virtually all other unions interested in 
the merger have limited themselves to 
other divisions of the industry, prin- 
cipally refining. 

One union which had a representa- 
tive at the Philadelphia merger meet- 


ing was the Western States Service 
Stations Employees Union, which has 
about 6,000 service station attendants 
in California and the Pacific North- 
west. Indications are, however, that it 
will be slow in joining the merger— 
if it ever joins at all. 

The Teamsters Union (AFL) has 
been making considerable effort re- 
cently to move into the marketing 
area, and thus far has not been chal- 
lenged by any other unions, including 
OwWIU. 
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Although there may be no direct 
effect resulting from the proposed 
merger, there could be considerable 
indirect effect. 

If the new union should be suc- 
cessful in dictating higher wages, 
shorter hours, or both, it might re- 
sult in higher oil prices. 

The larger union probably could 
stage a more effective strike, thereby 
tieing up refineries to such an extent 
the marketer might be cut off from 
his supplies. 





THE INDUSTRY 


est to oil men. 

No Pistols Now—The policy com- 
mittee, headed by OWIU President O. 
A. (Jack) Knight, said it was taking 
the unusual no-strike approach be- 
cause it had “grown weary” of hearing 
company officials complain that union 
members came to the bargaining table 
with “loaded pistols”—i.e., the threat 
to strike. 

This time, union officials said, there 
should be nothing to prevent each side 
from sitting down and discussing the 
situation calmly, logically. 

The union emphasized that its “no- 
strike” recommendation applied only 
to the wage aspects of bargaining. If 
some other dispute should arise, the 
union would not be bound. 

It would always be possible, how- 
ever, for the policy committee to re- 
verse its position on its “no-strike” 
recommendation if it felt that wage 
negotiations were not progressing to 
its satisfaction. 

Knight conceded this could be 
done, but insisted such was not the 
intent of the policy committee. 

The committee, in its instructions to 
its locals, said they could alter the 
terms of the wage hike to fit their 
needs so long as they sought the 
equivalent of the 5% increase. That 





is, some locals may choose to ask for 
a flat wage increase of some many 
cents per hour instead of using the 
percentage approach. Other variations 
would also be acceptable to the com- 
mittee if they kept within the 5% 
range. 

Nothing was said as to whether 
there would be any coalition with 
other unions in seeking the increase. 
Knight told reporters that would de- 
pend on the other unions—that OWIU 
could not speak for them. . 

He did not say whether he had 
talked with officials of other unions 
regarding the wage increase OWIU 
would seek, nor about the “no strike” 
policy. 

Three Talking Points—The commit- 
tee gave three major reasons why it 
feels oil workers deserve a wage in- 
crease,” the committee said. 

1. Increasing productivity of the 
oil workers. 

“While the number of workers em- 
ployed by the oil industry is steadily 
declining, the volume of production, 
the volume of sales and the net profit 
of the oil companies continue to in- 
crease,” the committee said. 

“Few men are achieving greater 
production and higher profits for the 
companies and should share in the 


fruits of this accomplishment.” 

2. Increasing productivity of the 
economy in general. 

“Throughout our economy, produc- 
tion is increasing—or is capable of in- 
creasing—at a much faster rate than 
consumption. Increased wages are 
needed to stimulate purchasing power 
and thereby provide a market for the 
increasing flow of consumer goods.” 

3. Insufficient compensation for the 
skills of oil workers. 

“The application of elaborate new 
equipment, electronic controls and 
other automatic devices in the oil in- 
dustry requires an ever higher level of 
skill on the part of oil workers. 

“Oil workers wages, while high in 
relation to those in some other mass 
production industries, are in many 
cases low in relation to the skills re- 
quired.” 

OWIU has about 700 separate con- 
tracts, most of which are negotiated 
on a plant basis. Its only company- 
wide contract is with Sinclair. 

Last year, most companies granted 
a 4% wage hike and the union ac- 
cepted it without seeking more. The 
previous year, in 1952, there had been 
a long, hard battle which included a 
strike before the government’s Wage 
Stabilization Board established a 15¢- 





KNIGHT VOWS MERGER WILL STRENGTHEN INDUSTRY 
This is O. A. Knight, Oil 


Worker’s International 
(CIO) president, talking: 

“Naturally, we believe that 
the planned merger of oil and 
chemical unions will mean a 
stronger union and will put more 
money into the pockets of the 
workers. This money will come 
from the cash register of the 
employers, of course. 

“But I honestly believe that this 
additional cost to the employers will 
be more than offset by reduction in 
the number of work stoppages, de- 
crease in worker grievances, improved 
worker morale and simplification of 
the personnel relations problem of the 
employers.” 

Knight also feels it will help the 
companies continue to get the cream 
of the crop of workers. 

He admits that oil workers have 
gotten good pay in past years when 
compared with other industrial work- 
ers, and he says that is why oil com- 
panies have had the pick of the crop. 

But he contends that the margin 
between skilled oil workers’ pay and 
pay by competitive industries has nar- 
rowed and that if it continues to do so, 


Union 


14 


oil companies will no longer be able 
to get and keep the best employes. 

Why is a merger needed? 

“The oil industry,” Knight says, “is 
partly organized, partly unorganized 
and partly half-organized. 

“Collective bargaining is split into 
thousands of contracts. Unorganized, 
partly-organized and organized groups 
are played against one another. 

“The result is confusion, tension, ill- 
feeling and waste motion.” 

Admittedly, this situation could be 
a disadvantage to a union, but how 
could it hurt the oil companies? 

Knight replies: “Most major indus- 
tries have quit wasting their time try- 
ing to destroy or weaken unions and 
are devoting their attention to the 
legitimate purpose of trying to hold 
down costs. 

“They have streamlined bargaining 
and thus thrown off their shoulders 
thousands of petty personnel problems 
of a sort the oil company personnel 
men still continue to try to handle. 

“The present situation in oil means 
trouble for the workers and _ their 
unions, high overhead costs for the 
stockholders, and a vast number of 
good salaries for professional indus- 


O. A. (JACK) KNIGHT 


“Management has to change” 


trial relations men who are engrossed 
in a million unnecessary details and 
too many overlapping and duplicating 
bargaining sessions.” 

Are labor-management problems any 
different now than they have been in 
the past year? 

“The developments of recent vintage 
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an-hour increase pattern. The unions 
had sought 25¢. 

Some Raised Eyebrows — The un- 
ion’s “no strike” policy adopted last 
week created a stir of comment and 
speculation. 

It may have been that the union felt 
that because general economic condi- 
tions are not “ripe” now for any sub- 
stantial wage hike, and that it should 
seek a “polite” approach in asking for 
any increase at all. 

By making this move, observers rea- 
soned, the union put itself in a posi- 
tion of being able to say: “We proved 
our good faith by making the no-strike 
promise and we tried to bargain on 
equal terms with the companies.” 

There were indications also that the 
union kept its request “reasonable” in 
hopes of being able to get a quick set- 
tlement. It is known that some of the 
committee members had gone to the 
meeting expecting to seek an increase 
of from 15¢ to 20¢ an hour, while at 
the same time hoping privately they 
would get the companies to settle 
eventually for around 12¢. 

But at the meeting, Knight laid his 
carefully-prepared plan on the table, 
and outlined his reasons for it. Within 
a very short time, the committee had 
agreed to it, and a subcommittee was 


appointed to prepare a formal state- 
ment representing the committee’s 
views. 

The committee had opened its meet- 
ing at 10 a.m. By noon, it had agreed 
to Knight’s proposal, and by 3 p.m., 
the formal statement was ready for 
release. 


Merger Movement 


The next step in the drive to form 
a new union will be the calling of 
another convention to complete the 
job. A nine-man ratification commit- 
tee, appointed at the merger conven- 
tion in Philadelphia earlier this year, 
will select the date. The committee is 
composed of six independent union 
representatives and three OWIU mem- 
bers. 

The committee obviously will not 
call a merger convention until several 
other unions have approved. However, 
it will not try to wait for unanimous 
action by all 31 unions represented at 
Philadelphia because some of them 
may be slow in acting and some may 
never approve the merger at all. 

A tentative date of Aug. 23 was set 
at Philadelphia for the ratification con- 
vention. But it seems certain now that 
not enough unions will have acted by 
that time to make a convention feasi- 





CSPU Local Votes Yes 


First of 26 locals of Central 
States Petroleum Union to vote 
on the merger has approved it— 
571 to 375. The approval came 
this week from Local 101, rep- 
resenting 1,140 employes at In- 
diana Standard’s Sugar Creek 
Mo. Refinery. 











ble. No new target date has been set. 

No Iron Fists—OWIU officials are 
being careful to avoid any indication 
of trying to push or pressure other 
unions into action, for they are aware 
that one major deterrent to merger 
action by some other unions is the 
fear that the whole thing is a scheme 
by OWIU to “gobble up” the smaller 
independents. 

The Cleveland convention was sole- 
ly OWIU. No other unions were in- 
volved. 

There seemed to be a simple expla- 
nation why OWIU was the first of the 
unions to agree to the merger. It is the 
largest of the unions involved and the 
merger could not take place without 
it—and be very effective. It was to 
be expected, therefore, that OWIU 





in oil industry unions and bargaining 
—developments which have industry 
management somewhat confused and 
baffled—actually present a challenge 
to oil management to enter into a new 
era which will be beneficial to them as 
well as to their employes. 

“Now management has to change. 
Unless it can dream up some awfully 
clever gimmicks to replace the old 
paternalism and company unionism, 
it had better follow the lead of other 
industries and recognize that collec- 
tive bargaining is here to stay. If they 
recognize this fact, they can concen- 
trate on the economic issues with 
which their stockholders are deeply 
concerned.” 

Does he think the companies should 
yield to the unions on every point and, 
in effect, let the unions dictate labor 
policies entirely? 

“We don’t expect management to 
hand us anything on a platter. We 
expect management to try to save 
money. But we think management is 
deluding itself by continuing to cling 
to a 1925 viewpoint toward the em- 
ployes. 

“I'd like to say one more thing. 
Those industries which recognize 
strong national unions, concede they 
are here to stay and don’t worry about 


breaking or weakening unions—those 
industries have less of what is some- 
times called ‘labor trouble,’ less lost 
production due to strikes, than do 
half-organized industries such as oil.” 

How about strikes in the steel and 
auto industries, which have strong na- 
tional unions? 

“Sure, there is a lot of publicity 
when steelworkers strike or when Gen- 
eral Motors is shut down by the auto 
workers, but over the years I dare say 
these companies lose less production 
than those industries which have a 
muddled bargaining situation—such as 
oil.” 


The Man Called Jack 


In 1933 a 31-year old stillman at 
Shell Oil Co. refinery in Indiana signed 
his first union card and helped or- 
ganize a new local. 

The name of the stillman was O. A. 
(Jack) Knight. The name of the union 
was the reorganized Oil Workers Inter- 
national Union. 

Knight had gotten his first job with 
an oil company in 1926 as a construc- 
tion worker for Sinclair Oil and Re- 
fining Co., in East Chicago, Ind., at 40 
cents an hour. A short time later, he 
went to work for Shell as a truck driver 
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at 50 cents an hour, and when the re- 
finery being built was completed, he 
became a refinery worker. 

In 1936 he was elected to his first 
position with the union—his district's 
representative on the national union’s 
seven-man “rank and file” executive 
council. 

In 1937, he joined the union staff as 
an organizer, and for the next three 
years worked in California, the Mid- 
west and Texas. 

On Sept. 15, 1940, he was elected 
president of OWIU. He has been a 
fixture in that office ever since. 

His only major setback occurred in 
1948 when the union lost a state-wide 
strike attempt in California. 

During his tenure as _ president, 
membership in the union has increased 
five-fold. 

In 1952, he helped organize a 
“coalition” of unions in an effort to 
get a 25-cent-an-hour wage increase. 
The unions got 15 cents, but that was 
the starting point for the current at- 
tempt to merge all oil and chemical 
workers into a new union—The Oil 
and Chemical Workers International 
Union. 

It would surprise no one if Knight 
were to be elected president of that 
union. 





THE INDUSTRY 


would set the pace in merger approval. 

Everybody Agreed—There were vir- 
tually no fireworks at the OWIU 
Cleveland meeting. It was taken for 
granted in advance that the union 
would approve the merger. Many lo- 
cals did not bother to send delegates 
because so little opposition had arisen 
within OWIU. 

The discussion preceding the voting 
was centered principally on how the 
merger action would affect current 
contracts, OWIU ownership of prop- 
erties and other operational matters. 

Knight had opened the convention 
with a matter-of-fact report on the 
progress of the merger movement and 
his recommendation that OWIU ap- 
prove it. He made no attempt to give 
the delegates a “pep talk” or to whip 
up any demonstration. 

Then the law and legislative com- 
mittee made its report. It, too, recom- 
mended merger. 

With a Loophole—This committee 
also recommended, and the conven- 
tion approved, a clause making the 
merger approval provisional. The ex- 
ecutive committee was authorized to 
put the necessary constitutional 
changes into effect to make OWIU a 
part of the new union, but the com- 
mittee was directed not to take such 
action until within 24 hours of a mer- 
ger convention. Thus, if the merger 
movement bogs down, the committee 
will withhold action affecting OWIU’s 
present constitution. 

To wind convention matters up, the 
resolutions committee proposed a res- 
olution—which was speedily adopted 
—lauding the merger action and out- 
lining the results it hopes the merger 
will attain. 

“We believe,” the committee said, 
“that by merging our various unions 
into one industrial union that the 
workers we represent can then, and 
only then, match the integrated and 
consolidated forces in the oil industry. 

“We also feel that such a merger 
could do much to preserve and to ex- 
tend the human liberties of all man- 
kind, and that it would demonstrate 
the ability of workers to democratic- 
ally maintain themselves and to pro- 
gress within the North American con- 
cept of free enterprise.” 

Merge to Keep Pace—The commit- 
tee pitched most of its argumen* for 
merger around the thesis that oil com- 
panies have become nationwide and 
even international in size since the days 
when relatively small companies op- 
erated in the various segments of the 
industry. 

Therefore, the committee reasoned, 
a union for oil workers must also 
grow in size to keep pace so that it 
can bargain efficiently. 
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KNIGHT WILL LEAD NEW UNION INTO CIO FOLD 


Close observers of the movement to merge all oil and chemical workers 
into one union feel it is entirely safe to make these two predictions: 


1. That the new union, if the merger is successful, will affiliate with 
the CIO. 


2. That O. A. Knight, president of the Oil Workers International Union, 
will be elected president of the new union. 


Here’s the reasoning behind the predictions: 


The OWIU will have a majority of the new union membership. (The 
OWIU claims it now represents 130,000 workers and the combined total 
which would be represented by the proposed new union would be around 
210,000.) 


Since the OWIU has shown every indication of being happy with its 
present CIO tie-up, there is little reason to suppose it would not favor 
affiliating the new union with CIO. 


Likewise, since OWIU has kept Knight in office for 14 years, it seems 
safe to assume they would continue to support him in the merged union. 

Merger leaders don’t like to talk about either subject. The reason is 
simple: To take a stand on either point might cause some unions to refuse 
to join the merger. 


They point out that affiliation and election of officers are matters that 
can’t take place until after the merger is accomplished. 


But two plus two still equal four. 











16 REASONS WHY OWIU LEADERS WANT MERGER 


Oil Workers International Union (CIO) leaders drafted a 16-point 
“selling” campaign during their Cleveland convention to convince OWIU 
members, and members of other unions, that the proposed new oil and 
chemical workers international union would be desirable. 


The 16 benefits they said should result from the merger were: 
Better living standards 
Greater bargaining strength 
Avoidance of duplicate organizational efforts 
Expanded and more effective research and educational facilities 
More effective voice in legislation for the benefit of the workers 
Wider participation in local, state, national and foreign affairs 


More and better over-all services for much less money to individual 
members 


Concentrated bargaining programs 
More and better trained staff experts for negotiations and grievances 
Enlarged publicity facilities 
Development of community housing, welfare, health and recreational 
programs 

e Extension of legal services 


e Establishment of a department of specialists to handle pensions and 
benefit negotiations with employers 


Many other worker benefits 
Fewer strikes in the industry 
e Implementation of safety programs 
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General Motors Tests Gas Turbines in Transit Bus 


This General Motors bus powered with a gas turbine is making its debut in 
Atlantic City this week. It is the third automotive turbine development to be 
unveiled since the first of the year—General Motors’ XP-21 Firebird car (above) 
in January and Chrysler’s Plymouth gas turbine in March. General Motors says 
investigations to date have not given a clear-cut answer to whether turbines will 
replace piston engines as power for automotive equipment. The bus exhaust is 
discharged over-head through a vertical stack at the rear of the bus, eliminating 
the straight-back exhaust discharge that made the Firebird impractical for high- 
way use. Noise is still a problem with the gas turbine. GM says the bus turbine 
would use about twice the fuel needed to operate a Diesel in a GMC transit 


bus. The bus burns kerosine. 





Opposition Expected 


To Antitrust Motion 


The Texas Co. probably can expect 
opposition to its proposal for shorten- 
ing the period covered by the West 
Coast antitrust case, according to DJ 
sources. 

Texaco asked Los Angeles Federal 
District Judge James M. Carter to cut 
the 15-year period covered in the West 
Coast charges (1936-50) to five years 
(1945-50), because of government su- 
pervision of the oil industry during 
World War II. 

The “international oil cartel” suit 
was cited as a precedent for DJ’s op- 
position. During court skirmishing on 
the “cartel” case, the government 
countered certain company arguments 
by asserting that government direc- 
tives and policies during World War 
II had no effect whatever on its alle- 
gation that a conspiracy existed. 

Justice Department sources concede 
that perhaps some of the side issues 
in its charges might have been “sanc- 
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tioned” by the government during the 
war—for example, the voluntary West 
Coast conservation system. 

But, they charge, there were “many” 
practices carried out before and during 
the war that had no government ap- 
proval and which DJ alleges consti- 
tuted violation of the antitrust statutes. 

Therefore, it is felt that DJ will not 
concur in the Texaco move. So far, 
apparently, there has been no occasion 
for officials in Washington actually to 
consider the question. 

George Haddock, West Coast anti- 
trust division attorney in charge of the 
case, is being given a relatively free 
hand. But Washington sources expect 
him to resist the Texaco motion. 


Capitol Gasoline Dealers 
Seek Fair Trade Bill 


District of Columbia gasoline re- 
tailers are backing a fair trade bill for 
the District. 

In a statement prepared for delivery 
before the Senate District Committee, 


NEWS 


John S. Costello, president of the 
Metropolitan Retail Gasoline Dealers’ 
Assn., said the bill would end “deceit- 
ful, unfair competition” that destroys 
small business. 

Costello was particularly critical of 
the fact that government employe 
groups obtain discounts for members 
and cited this example of how it works 
against the service station Operator: 

While the “fair trade” price on anti- 
freeze was $3.75 gal. and the price to 
the retailer was $2.52, government em- 
ploye groups were selling the same 
brand for $2.21 gal. 

Costello said a check showed that 
“between 50,000 and 60,000 gal.” 
were bought and sold last year through 
government employe groups. 

The committee is considering S. 
3297 and a companion House bill 
H.R. 8591, to permit fair trading in 
the District. 


Pennsylvania Oil Industry 


Planning New Sales Push 


Pensylvania Grade Crude Oil Assn. 
plans “a special campaign to promote 
public acceptance of Pennsylvania oils 
in the domestic market.” The plan was 
approved by directors following the 
association’s meeting in Pittsburgh last 
week. Specific plans are still in the 
formative stage, with a committee of 
nine producers and refiners named to 
carry out the program. 

The directors took no action on the 
suggestion of association president 
C. A. Chipman that membership dues 
be increased from 1¢ per bbl. (of crude 
produced or refined) to 2¢ or 3¢. 

Chipman, independent producer of 
Bolivar, N.Y., was re-elected president. 


Two Ashland Refineries 
Closed During June 


Because of “unattractive fuel oil 
markets,” Ashland Oil and Refining 
is not operating its refineries at Find- 
lay, Ohio, and Louisville, Ky., during 
June. But they will be put back on 
stream in July to avoid hardship on 
employes. The two plants have a com- 
bined capacity of 25,000 b/d, but 
neither is equipped for high gasoline 
yields. 

The company’s other five plants are 
continuing to run at or near capacity 
this month. 

The company has been cutting re- 
finery runs since February because of 
high product stocks. Its June runs will 
be 34,000 b/d less than in February, 
and 7,000 b/d under May. 
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THE INDUSTRY 





Four Majors Schedule Imports Cuts 


Reductions in oil imports were 
announced by some major com- 
panies to highlight the week’s 
developments in the red-hot 
imports issue. As the controversy 
boiled up, all segments of the 
industry from producers to job- 
bers were taking an active part 
in the tug-of-war. 

Importing companies forwarding 
their periodic forecasts to the Texas 
Railroad Commission were reporting 
substantial decreases for the remainder 
of 1954. Leading the way was The 
Texas Co., which advised Commission 
Chairman Ernest O. Thompson that 
it would import 14% less during the 
next seven months. Other companies 
either were announcing cuts or indi- 
cating they would do so. 

Was it a definite step along the “in- 
dustry statesmanship” path of solving 
the imports problem without resort to 
legislation? 

In Austin, Thompson said it was too 
early to assess the significance of the 
trend and waited for additional reports. 

“This seems to be an indication they 
(importing companies) intend to do 
something,” Thompson commented. 
“We know that stocks are piling up. 
Texas still is on 17 days production. 
Oklahoma has cut recently.” 

IPAA Is Cautious—In Washington, 
General Counsel Russell B. Brown, of 
the Independent Petroleum Assn. of 
America, also was reluctant to put too 
much weight at present on the develop- 
ment. 

“It indicates a real recognition of 
the problem and, as far as it goes, it is 
a step in the right direction,” Brown 
said. “It is, of course, a step that we 
welcome. But there still remains the 
question of how far they are going to 
go with it (cutting imports flow).” 

There also was the question of 
whether even a sizable reduction in 
imports would be enough to change 
the sentiment of independent pro- 
ducers on the legislative approach. 

Brown apparently thought it was too 
late. “I have been instructed by the 
IPAA membership” through its recent 
Denver resolution “to go ahead” on 
consideration of legislative _ relief, 
Brown pointed out. 

On June 7, IPAA President W. M. 
Vaughey was to meet in Washington 
with members of the Association’s ex- 
ecutive and imports policy committees 
to talk over methods of implementing 
the Denver directive. But it might be 
some time before the specific IPAA 
course is made public. 
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The Texas Independent Producers 
and Royalty Owners Assn. already has 
written off “industry statesmanship” as 
a practical solution and probably 
would co-ordinate closely with IPAA 
in the legislative field. 

NOJC Raps Hearings—This week 
the National Oil Jobbers Council fired 
a lengthy telegram to Chairman Dan 
Reed (R., N.Y.) of the House Ways 
and Means Committee strongly oppos- 
ing any “quickie” hearings on trade 
legislation. 

The matter is far too complicated 
and much too serious to the nation for 
any speed-up procedure, M. D. DeTar, 
chairman of NOJC’s Imports Policy 
Committee, declared. Besides, he 
pointed out, the Ways and Means 
group is so piled up with legislative 
work it is difficult to see where it could 
fit in hearings before Congress ad- 
journs. 

The NOJC telegram was part of a 
tug-of-war that has suddenly developed 
in the oil imports scrap. The coal in- 
dustry, through the National Coal 
Assn., is pressing hard for immediate 
hearings aimed at clearing protection- 
ist legislation before Congress quits. 
DeTar’s telegram was a counter-shot 
to an earlier one by NCA Vice Presi- 
dent Tom Pickett urging fast trade 
action. 

Best bet: Committee approval, with- 
out hearings, of a simple, one-year ex- 
tension of the Reciprocal Trade 
Agreements Act—hearings later, after 
adjournment. (Reed already is com- 
mitted to hearings this year.) 

Here is what was developing in the 
reports to the Texas Railroad Com- 
mission: 

Four companies are on record that 
they will pare imports—Texaco, In- 
diana Standard, Atlantic and Esso 
Standard. Gulf said it was “seriously 
considering” a reduction. A sixth, Sun 
Oil, advised the commission it will be 
unable to reduce oil imports during the 
remainder of 1954. 

Gen. Thompson has asked all im- 
porters to re-examine the problem 
before submitting figures to the com- 
mission for its June 18 state-wide pro- 
ration hearing at San Angelo. 

Explaining Sun Oil’s position, Presi- 
dent Robert H. Dunlop wrote Gen. 
Thompson that Sun’s earnings during 
the last half of 1953 had dropped 
about $3,500,000 after taxes “as a re- 
sult of curtailment of our company’s 
crude oil productive capacity, particu- 
larly in Texas.” 

“There has been no curtailment in 


demand for product,” said Dunlop. 
“It was necessary for us to resort to 
purchase of domestic crude oil at mar- 
ket prices considerably in excess of 
cost figures at which such oil could 
have been produced for our own ac- 
counts. Unfortunately, this condition 
still obtains and is particularly ag- 
gravating in connection with East 
Coast operations where a majority of 
refineries are operating to a very mate- 
rial degree on low cost foreign crude.” 

Sun notified the commission it will 
import about 7,500 b/d of crude dur- 
ing the remainder of 1954. 


INDUSTRY BRIEFS 


Phillips Gas Decision—The U.S. Su- 
preme Court this week ruled that the 
natural gas sales of Phillips Petroleum 
Co. (or any other gas producer or 
gatherer) to an interstate pipe line are 
within the rate-making jurisdiction of 
the Federal Power Commission. Both 
Phillips and FPC have opposed this 
position. 





Senators Hike OGD Budget — The 
Senate last week received an Appro- 
priations Committee recommendation 
for restoring the full $300,000 re- 
quested for operation of the Oil and 
Gas Division of the Interior Depart- 
ment during fiscal 1955. However, the 
committee criticized the large number 
of top-classified OGD jobs and asked 
Secretary Douglas McKay to re- 
examine them. The House of Rep- 
resentatives, which approved only 
$100,000 for OGD, will not willingly 
restore full $300,000, but might com- 
promise with Senate. 


Rails Up Oil Purchases 5%—The na- 
tion’s Class I railroads spent nearly 
$400 million for oil products in 1953, 
an increase of $21 million from 1952, 
reports the Assn. of American Rail- 
roads. Diesel oil purchases alone total- 
led $300 million, up $38 million. 


Storage Projects Approved—aAtlantic 
Refining Co. has received rapid tax 
write-off approval on two storage 
projects from the Office of Defense 
Mobilization — a 20,000-bbl. storage 
tank at the Wayland, N.Y., terminal, 
and on four 65,000-bbl. tanks at the 
Philadelphia (Port Breeze) refinery. 
Another approval was granted to 
Republic Oil Refining Co. for one 
15,000-bbl. and two 30,000-bbl. gaso- 
line storage tanks at the Birmingham, 
Ala., pipe line terminal. Greenville- 
Republic Terminal, Inc. got approval 
on one 35,880-bbl. tank and one 
12,000-bbl. tank for jet fuel at the 
Greenville, Miss., terminal. 
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THIS WAS THE START of a campaign that has nearly 
doubled the premium gasoline sales of Leonard Refineries, Inc., 


during the last year. Vice president L. R. Kamperman is watch- 
ing an engineer demonstrate the new Super X-Tane 


How High Octanes Pay Off for Independent 


As the independent Leonard Refineries, Inc., of Alma, Mich., 
reaches the first anniversary of its 96-octane Super X-Tane gasoline 


next week, its books show some impressive figures: 
e Premium gasoline sales are running roughly 75% above a 


year ago. 

e Regular grade sales are up 
more than 15%. 

e Motor oil and TBA sales 
have shown comparable gains. 

Leonard did it by deliberately 
breaking some of the most firm- 
ly entrenched rules of gasoline 
marketing. 

This straying from the straight and 
narrow started in the spring, last year 
when a price war broke out in Mus- 
kegon, Mich. Instead of climbing onto 
the price-cutting merry-go-round with 
competitors, Leonard maintained price 
and upped the octane of its premium. 
And the customers stayed with it. 

Then in mid-June the vigorous inde- 
pendent burst a second bombshell— 
the new 96-octane premium selling at 
1¢ gal. more than other premiums. 
Leonard won that point too, with the 
results mentioned above. 

It all actually began back in 1944 


when Leonard Refineries ignored pre- 
dictions that the small refiner was near 
the end of his rope, since he could not 
possibly afford catalytic cracking to 
produce the higher octane fuels fore- 
seen when World War II would be 
ended. Leonard helped design, built 
with its own money and put into 
operation the first small catalytic 
cracking unit in the country. 

The 3,000-b/d unit went on stream 
in 1947. In November, 1952, the 
plant capacity was raised to 7,500 b/d, 
its present capacity. 

By January, 1953, the company de- 
cided the octane race would continue 
with “penny ante” raises in octane but 
without any increase in price for im- 
proved product. 

A survey showed that a 96 octane 
gasoline was possible, that many 
cars could use such a fuel, and that 
it would deliver about 10% more 
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power than premium fuels then avail- 
able. 

Up They Go—Leonard decided to 
take the plunge. The new fuel would 
cost about 1¢ gal. more to produce 
So it was settled that it would sell at 
the service station at 1¢ above prices 
of major oil company brands of pre- 
mium fuel with octane ratings aver- 
aging about 91.5. 

June 16 was set as the date to an- 
nounce the new gasoline, and work 
was started to test the new product and 
prepare advertising material for its 
introduction. 

Then Comes War—tThe first week 
in March, a gasoline price war broke 
out in Muskegon, with major suppliers 
cutting prices 1.3¢ per gal. Some sta- 
tions were as much as 5¢ under “pre- 
war” postings. 

The war was kicked off when one of 
the major marketers in the Muskegon 
area—which includes about 70,000 
people—cut prices, apparently to gain 
a larger share of the market. 

Leading marketers in the area are 
Standard Oil Co. (Indiana), Sun Oil 
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YOURS...the best 


deal inthe entire 
truck field... 


Yes . . . compare the facts and figures 
shown at right and you’ll come to this 
one clear conclusion . . . Dodge trucks 
ive you a better deal than any other 
ing make! So, before you invest a 
single dime in a new truck, check the 
deal you get with Dodge! Visit your 
friendly Dodge dealer this week. He’s 
ready to serve you—anytime you say. 


It all adds up 

to a better deal 

for the man 

at the wheel... with new 
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Look at these Dodge advantages! See how 
Dodge gives you a better deal in every way! 


Sharpest turning with new steering system, 39° 
turning angle! B-108 pick-up U-turns in less space 
than most cars! 

Widest, roomiest cab of them all, with 6134” of 
hiproom, 583%” of shoulder-room! Real 3-man size! 
Best visibility with 951 sq. in. one-piece curved 
windshield— biggest of any truck! See better, see 
more with Dodge! 

Deepest, most comfortable seat with 86 soft, 
cushioning coil springs! Chair-high (16”) for 
easier driving! 

Lowest lines with lower center of gravity for 
better stability, lower body floors in pick-ups and 
panels for easier loading! 


Biggest line of sixes and eights. From 100 to 
172 hp.! Assures the right power and economy 
for your job! 

Most powerful high-tonnage V-8’s anywhere. . . 
153 hp. in 234-ton, 172 hp. in 3-, 314-ton! 
Shortest conventional tractors of any make 1 14- 
through 314-ton—102” from bumper to back of 
cab! Haul longer trailers, carry larger loads! 
Lowest priced no-shift driving on low-tonnage 
trucks! Truck-o-matic transmission with g¥rol 
Fluid Drive! 

Easiest entry and exit—lowest cab floor, widest 
door opening saves time and effort when you’re 
stepping in and out! 

Biggest '-ton load capacity— Dodge high-side 
pick-ups. Up to 44% more load space than other 
makes! Biggest 14-ton panels, too! 

Most efficient controls—all hand controls and 


dispatch box are in center of instrument panel 
within easy reach! 


friendly 
Dodge 

dealer 

now! 
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PROMOTION 





Co. and Socony-Vacuum Oil Co. Also 
in the picture, in addition to Leonard, 
are Texaco, Phillips, Marathon, Old 
Dutch and Naph-Sol. 

They move their products through 
173 retail outlets in Muskegon County, 
representing about 2% of all retail 
gasoline outlets in the state. 

Muskegon is a lake terminal point 
for Indiana Standard and a basing 
point for setting its tank wagon prices. 


The Fight Was On—On March 7, 
L. R. Kamperman, Leonard vice pres- 
ident and general sales manager, called 
a meeting to map the strategy for 
combating the price war. A two-point 
decision resulted: 

—Hold Muskegon prices for Leo- 
nard gasolines at the “pre-war” level 
and launch a saturation advertising 
program in the Muskegon market 
which would emphasize the high 
quality of Leonard’s gasoline. 

—Produce a 94-octane gasoline to 
be distributed only in Muskegon to 
support the company’s claim that it 
was now marketing the highest octane 
gasoline in Michigan. 

The Jaqua Co. of Grand Rapids, 
Leonard’s advertising agency, felt the 
time was ripe to test the soundness of 
the theory that motorists will pay a 
premium price for a premium quality 
product. 

An arrangement was made with 
radio station WKBZ of Muskegon for 
a minimum of 20 spot commercials 
per day. In addition, any unsponsored 
spots on the day’s schedule would be 
devoted to Leonard announcements at 
no extra cost. Some days as many as 
38 to 40 spot announcements were 
made. 

Spots were 20-second singing com- 
mercials, followed by announcements 
reiterating the quality and high octane 
of Leonard’s X-Tane fuel. Radio an- 
nouncers operated from a simple fact 
sheet listing the important facts the 
company wanted emphasized. 

The individual announcer was per- 
mitted to personalize the ideas. By 
permitting the announcers to ad lib, 
Leonard often found its spots running 
longer than the one minute contracted. 
Dealer identification was worked into 
all spots. 


Casualties Came Early — The first 
several days, Leonard stations re- 
ported gallonage losses. After 10 days 
of heavy radio advertising, losses 
leveled off and some stations began 
recouping gallonage slowly but surely. 

For 24 days the schedule of at least 
20 radio spot announcements per day 
was continued, hammering away at 
the superior quality of Leonard X- 
Tane. 


w! SUPER Xtane 
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SIGNBOARDS were among the media Leonard used to advertise its new gasoline 


At the end of this period, Leonard 
had recovered its Muskegon gallonage 
and was showing an increase. 

Continuity was changed for the next 
six days. Spot announcements con- 
tinued to laud Leonard’s quality 
superiority, but gradually more and 
more spots were directed at dealers. 

On April 10 radio time was dropped 
to five spots per day, all directed at 
inducing dealers to handle Leonard 
products. This schedule was continued 
for two weeks. 

During the last two-week period, a 
“blitz” team of four men moved in 
on Muskegon to contact gasoline deal- 
ers and urge them to take advantage of 
Leonard’s extensive advertising of 
a superior quality product. 

Victory in the End—At the end of 
the six-week “blitz” Leonard compiled 
this box score: 

—During a period when gasoline 
gallonage usually declines, Leonard’s 
gallonage in Muskegon increased 
about 11%. 

—tThe price war was ended with 
prices back to normal. 

—tThree new dealers were taken on 
by Leonard in the Muskegon area. 

Kamperman says many “jalopy” 
customers and price-conscious motor- 
ists were lost during the price war. 
But as the campaign to sell quality 
continued, the “jalopy” customers were 
replaced by “quality” trade—owners 
of Cadillacs, Buicks, Oldsmobiles, Lin- 
colns and Chryslers. 

Satisfied that the Muskegon test 
proved customers will pay a premium 
for superior quality products, Leonard 
went forward with plans to market its 
96 octane fuel at 1¢ above other 
premium fuels. 

Enter More Octanes—June 15 
Leonard was ready. Automotive engi- 
neers were invited to Alma for a pre- 
view of Leonard’s Super-X-Tane gaso- 
line. Consensus in the trade was that 
automotive engineers wouldn’t drive 
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more than 100 miles from Detroit just 
to see an Independent refiner introduce 
a new fuel. Kamperman and Reid 
Brazell, Leonard’s president, believed 
they would. 

Fifty automotive engineers, along 
with automotive editors of newspapers 
and members of the trade press, 
showed up at the Alma refinery for 
the preview. 

Two late model cars with standard 
engines were used in tests to demon- 
strate the added power Leonard said 
Super X-Tane would deliver. A dem- 
onstration was staged, by dynamometer 
and actual performance tests, to show 
that 10% more power was developed 
when Leonard’s 96 octane fuel was 
substituted for a conventinoal 91.5 
octane premium gasoline. 


Soapy Takes a Hand— June 16 
Leonard began selling its Super X- 
Tane through 175 retail outlets in the 
southern peninsula of Michigan (ex- 
cluding Detroit). On that day, Kam- 
perman presented Gov. G. Mennen 
Williams with a 5-gal. container of 
the newly refined gasoline. 

Gov. Williams proclaimed June 16 
through June 23 to be Michigan Pe- 
troleum Achievement Week. 

Meanwhile, the new gasoline was 
advertised extensively in newspapers, 
over the radio, by direct mail and by 
point-of-sale material. 

One of the top talking points in 
much of this material was, and still 
is, that Super X-Tane “is made for 
Michigan weather.” 

Leonard says the gasoline is changed 
eight times a year to meet weather 
changes. Super X-Tane is sold only 
in Michigan. 

Four months after its introduction, 
Super X-Tane sales were running 
200% ahead of Leonard’s old pre- 
mium during the same four months 
the previous year. Some stations re- 
ported premium sales up 300% over 
the year before. 
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3 Majors Open Books 
To Former Dealer 


Three oil companies have shifted 
tactics and agreed to comply with an 
antitrust suit ruling that they must 
produce documents for plaintiff 
George F. Moore, former Seattle serv- 
ice station operator. 

General Petroleum, The Texas Co., 
and Tide Water Associated appealed 
the U.S. District Court order, con- 
tending they had a right to segregate 
and select the documents. U.S. Appel- 
late Court in San Francisco refused to 
grant an injunction against enforcing 
the order, but agreed with the com- 


panies’ contention, and told them they 
could ask for a time extension to finish 
segregation of the documents. 

In his suit, Moore contends that 
seven oil companies refused to sell 
him gasoline, forcing him to shut 
down his service station. Four de- 
fendants, Richfield Oil Corp., Shell 
Oil, Standard of California and Union 
Oil of California, did not join in the 
petition to set aside the document- 
producing order. Judge William Healy 
of appellate court ruled Moore or his 
attorney may examine, at any time, 
documents produced by the four com- 
panies that didn’t join in petition. The 
deadline for the other three companies 





@ Unlimited air handling 
capacity 
@ Higher suction lift 


@ Higher efficiency—up 
to 10% greater 


@ Positive priming 


@ Few wearing parts— 
low maintenance 


POSITIVE = 
PRIMING for VERSATILE SERVICE 


Write for catalog and full information 





Gilbarco Roto-Prime pumps are truly 
versatile—for tank truck, transport, 
bulk plant work and other pumping 
jobs. Positive an automatic self-prim- 
ing permits multiple-service use in 
stripping, transferring and loading. 
Available in capacities ranging from 
50 to 1,400 GPM and powered by elec- 
tric motor, gasoline engine, V-belt, 
chain hydraulic or similar drives. 


i. | 


Gilbert & Barker 
Mfg. Co. 
West Springfield, 
Mass. 

Toronto, | 


Canada 


was postponed by the appellate court’s 
decision to hear the petition. 


Jobbers Back Standard 


In ‘Detroit Case’ Move 


Another petition has been filed in 
support of Standard Oil Co. (Indiana) 
in the 14-year-old “Detroit Case”— 
this one by Citrin-Kolb Oil Co., one 
of the four jobbers directly affected by 
the case. 

In its petition, filed with the Federal 
Trade Commission, Citrin-Kolb con- 
tends that the 1953 FTC order gives 
it this “Hobson’s Choice”: 

—It could continue to sell Stand- 
ard’s gasoline without compensation 
for the wholesale function it performs 
on gasoline sold at stations it operates. 
This, the jobber contends, would as a 
practical matter make it unable to de- 
fend against a price raid by compet- 
itors. Further, the FTC ruling amounts 
to retail price maintenance. 

—lIt could discontinue buying from 
Standard and take on a new supplier. 
This would mean giving up the good 
will Citrin-Kolb has built during 25 
years. And it would have to repaint 
stations, trucks, pumps and other 
equipment. All this would be “a great 
expense” and probably would cause 
the jobber to lose some of his cus- 
tomers. 

—It could go out of business. 

Not one of these solutions would be 
satisfactory, and all three are unneces- 
sary, the jobber said. 


Marketers Must Pay 
to Idaho Jobless Fund 


Distributing companies controlling 
service stations must contribute to the 
Idaho employment security fund on 
the wages of service station operators, 
the state supreme court has ruled. 

In Idaho, the employment security 
fund is used to pay unemployment 
compensation to workers. 

It has a current balance of about 
$37 million. 

The ruling was made on an appeal 
of the Blue Bell Oil Co., Inc., of 
Idaho Falls, Blue Bell had a verbal con- 
tract with the operator of a Frontier 
service station, which Blue Bell 
owned, at Pocatello, Idaho. 

The company contended that the 
operator was not its employe, hence 
it did not have to pay employment se- 
curity contributions. The court: held 
that the company controlled the sta- 
tion and therefore had to pay. The 
company had argued that it did not 
maintain actual control over the op- 
erator. 
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Just 28 words 


to tell our steel container story 


Colorfully lithographed, Continental steel containers 
become an integral part of your package family. When 
emptied and put to other uses, they continue to sell 


"am your name and product. 


... 
CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. Lo Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 


TAILOR-MADE ~ 
PACKAGE SERVICE 
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FUEL OIL 


New England Meeting Gas Invasion 


New England fuel oil dealers 
have squared off against natural 
gas infiltration in their home 
ground. 

They met in open forum at the 30th 
annual convention of the Independent 
Oil Men’s Assn. of New England last 
week in Boston and called for two 
measures. 


—Assessments of $500 per 1 mil- 
lion gal. of fuel oil volume to do a 
public selling job on the oil business 
locally, regionally and nationally. 

A national committee being formed 
as a result of the Oil Heat Institute 
convention last month in Philadelphia 
will get 10% of the funds for national 
advertising. The remainder will be split 





VIKING PUMP UNITS 


(twin and single) 


now available with FIELD-PROVED 


Fo. still more leak-proof 


operation, all Viking twin and single 
pumps in sizes of 20, 35, 50, 90, 150, 
200 and 300 gpm are now available 
with dependable, field-proved me- 
chanical seals. 


The seal is incorporated in a rotor 
bearing sleeve type casing, and as- 
sures positive sealing. A most im- 
portant feature particularly when 
handling hazardous liquids. All pumps 
built with this new seal can be made 
interchangeable with present packed 
type equipment in use. 


Write for folder 
SP336R and ask for 
complete details 
today. 


TIT Te 








FIG. 4161 

TWIN BULK 

PLANT UNIT 

WITH MECHANICAL 
SEAL 


FIG. 4162 
SINGLE BULK PLANT UNIT 
WITH MECHANICAL SEAL 


PUMP COMPANY 


CEDAR FALLS, IOWA 





between the local area where it is 
raised and a central committee in 
Boston, for coverage of the 32-city 
Boston area. 

—Appointment of a strong regional 
committee to educate dealers to the 
dangers of competition, the need for 
co-ordinated action and continued de- 
velopment of programs of action. 

Panel moderator Thomas J. Scott, 
general manager of Buckley and Scott 
Co., Watertown, Mass., set forth the 
program, developed by a special com- 
mittee. 

Wilfred H. Hall, president of Hall’s 
Heat Headquarters, Inc., Salem, 
Mass., warned of the danger by point- 
ing to the heavy advertising being done 
by gas companies throughout New 
England. 

“We have got to meet this type of 
advertising with advertising of our 
own product,” he said. “We have got 
to get together in order to do this. 
The natural gas business is creeping 
up the coast. It is actual here. It’s 
later than you think. 

“All our research indicates that fuel 
oil is cheaper than gas, that it is more 
dependable, that it can be stored in 
single family homes and that it is the 
best means of heating houses. Let’s 
tell the public what we know.” 


The Kickoff—The forum was the 
starting gun of concrete efforts to get 
fuel oil distributors together to match 
the gas companies in their promotional 
drive for new house business and the 
old house replacement market. 

Roland W. Campbell, president of 
Hayward Oil Burner Corp., Cam- 
bridge, Mass., told what natural gas 
men have done in Lowell, Mass., to 
dominate the home heating business. 
He said they have worked with build- 
ers to absorb new home installations, 
cut rate structures and absorbed the 
space heating business. 

The Slogan Works— Robert W. 
Douglas, sales manager of Kelly and 
West Co. said the Malden (Mass.) 
Fuel Oil Dealers Assn. has worked 
since 1951 with a committee to de- 
velop a program of active defense and 
offense. A huge advertising campaign, 
he said, reached every tenant in 
Greater Malden (100,000 people) tell- 
ing them to “Use the Fuel You Can 
Store—It’s Safe, Dependable and Eco- 
nomical.” 

This slogan was the key to the pro- 
gram. When gas salesmen came to 
consumer doors “they had two strikes 
against them already.” 

Mahlon W. Walker, general man- 
ager of Godfrey Fuel Co., Milton, 
Mass., called for better service with 
high-grade and trained men as a boon 
to the established oil burner business. 
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Refueling a Pan American Clipper at Idlewild Airport, New York. 
Truck-mounted Purolator Bulk Fuel Filters, of 300 g.p.m. capacity, 
prevent impurities from entering the plane’s fuel system. 


Preferred... 
for that important ounce of prevention— 


PurOlator Bulk Fuel Filters 


Purolator* Bulk Fuel Filters — both truck- Truck-mounted 
mounted and terminal types—are meet- Purolator Bulk Fuel 
ing industry’s most exacting specifications for Filters in use at Wash- 


= 5 , ington National Airport, 
ry Fone fineness of filtration, and ease Washington, D. C. 


Purolator Micronic* elements remove par- 
ticles as small as .0000039 inch; have a filtering 
area and dirt storage capacity of up to 10 times 
greater than old-style filters. They are also 
designed to remove 99% free and entrained 
water. 

Standard Purolator filters are available with 
flow rates of 15 to 1500 g.p.m.—for both 
large-capacity fixed and mobile installations. 
Purolator’s engineering department will gladly 
help you solve your special filtration problems. 


Write for the newest Purolator Bulk Filtration 
Catalog. *Reg. U.S. Pat. Off. PUR. )F-\re)*g 
PUROLATOR PRODUCTS, INC. 


Bulk Filtration Division 


Factory Branch Offices: Chicago, Detroit, Los Angeles 


Rahway, New Jersey, and Toronto, Ontario, Canada KW ORLOS FINES, r 4 Ok Fire re 
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ANOTHER Super SALESMAN 


“Today, some heavy-duty motor oils offer 


you protection against friction wear.... 





others offer protection against acid wear. 
Now Continental Oil Company is proud 


to announce America’s first Double-Duty 





motor oil .... anew oil that combines 
two exclusive discoveries (Oil-Plating® and 
Acid-Proofing)* to protect your car against 
both friction and acid, the major causes 


of engine wear.” 


a Rien nnn 


PRESIDENT, CONTINENTAL OIL COMPA 


com New Conoco 


dain America’s first 
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FOR CONOCO JOBBERS 


OIL-PLATING conquers friction wear be- ACID-PROOFING conquers corrosive wear 

cause this exclusive discovery fastens a thin because this exclusive new discovery gives 

film of lubricant to moving engine parts. Conoco Super up to twice the cleansing power 
of other premium oils. 


Put this Super salesman to work for you today! See your Conoco man— 
call or write him now. Continental Oil Company— Albuquerque, Butte, 
Chicago, Denver, Fort Worth, Houston, Kansas City, Lincoln, Los Ange- 
les, New York, Oklahoma City, Salt Lake City, or Ponca City, Oklahoma. 


Super Motor Oil .:- 


Double-Duty* motor.oil Oe, Pal ov. 
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FOREIGN 


RETAIL GASOLINE PRICES were cut 44.5% throughout Russia April 1. Here are the first customers when the price fell 


A Look Inside the Iron Curtain at RED OIL 


VOLGA BOATMEN guide bargeloads of crude oil and prod- 
ucts up and down the famous river constantly. It is one of Rus- 
sia’s main transportation arteries 


AMONG THE BEST crews at the Andreyev Oil refinery in 
Baku is that headed by Arif Kerimov, right. Here he instructs 
Fatali Aga Dadash Ogly, installation operator 


TIDELANDS OIL is old hat to Russian oil workers. This is 
one of the many offshore wells in the oil-rich Baku area in Az- 
erbaijan on the Caspian Sea 


WOMEN LEND A HAND in the oil fields, as in many Rus- 
sian industries. This crew, bossed by Maria Volkova (ex- 
treme right) is checking results of output competition 














MORE AND MORE OIL is being produced from the vast stretches of China. Here 
an oil truck is refueling a tractor at Kuanting Reservoir 


The Russians and Chinese are 
working long and hard at de- 
veloping their oil industry in 
order to keep abreast of a mech- 
anized world. 

On these pages are the latest 
pictures showing what is going 
on behind the Iron Curtain. 

Though the Communists undoubt- 
edly have more modern installations 
than some of those shown here, these 
pictures give a good general view of 
present facilities. The Communists 
keep their oil industry shrouded in a 
cloud of mystery. 

One of the most recent glimpses of 
Russian oil comes from a group of 
seven college newspaper editors who 
made a tour of the nation. Greg 
Shuker of Northwestern passes on 
some observations in his article J Saw 
Baku in the May issue of the Standard 
Oil Co. (Indiana) Torch: 

—The group visited one refinery, 
the 80-year-old Baku Oil Refinery 
Plant on the Northwest side of Baku. 
It is a sprawling collection of dirty old 
buildings, mostly erected before the 
1917 revolution. 

Before the revolution, the plant 
manufactured kerosine. Now it is a 
“first stage plant.” The refinery em- 
ploys 1,000 persons, including engi- 
neers—both old hands and recent col- 
lege graduates. 

Approximately 50% of the em- 
ployes, officials pointed out, are 
women “because there is so much ma- 
chinery now.” 

—The crude oil comes to the Baku 


A MOBILE DERRICK is shown 


being moved in the Grozny Region 


- ] 
STALIN OIL REFINERY, part of which 
is pictured here, is a principal refining unit 
in the Baku area in Azerbaijan 


BUNDLED IN BLANKETS and 
steam heated, Yumen wells in north- 
west China, produce all winter 
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A MAJOR PROJECT in the Chinese Communist government's five-year plan is 
this new synthetic gasoline plant, producing in Fushin province in the northeast 
section of China, to supplement refinery production 





ORONITE 
LUBE OIL 


ADDITIVES 


Showing auto fitted 


with radio-activity gear 
to record instantaneous 


performance of oils 
compounded with 


Oronite additives. Tests 


are made under all 
types of driving 
conditions. 





tested with radio-activity under 
field operating conditions 


Oronite was first to make practical engine use of 
radio-activity to develop superior lubricating oil 
additives. This science has progressed far at Oronite 
in the past few years. Today, radio-activity is em- 
ployed under all types of actual operating conditions 
to gain instantaneous measurements from oils com- 
pounded from Oronite additives 

with even more advanced additives. 


to provide you 


The research and testing facilities behind Oronite 
additives are the most advanced in the nation. With 
this years-ahead research it is possible that Oronite 
could provide your finished oil with competitive ad- 
vantages you need to win and hold a market. 

Oronite will tailor-make additives to your base 
oils — meeting your price and performance specifi- 
cations. 

See what Oronite additives can offer you. Just con- 
tact the Oronite office nearest you. 





With Oronite Additives 
you can formulate oils to 
meet the new A.P.L. Service 
Classifications and can 
meet specifications for 2- 
104-B, MIL-0-2104, Supple- 
ment I and Series 2 oils. 


OTHER ORONITE PRODUCTS 


Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Dispersant FO 


(Furnace Oil Inhibitor) 
2893 
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refinery from the fields, which are 
from 10 to 100 kilometers (.621 kil- 
ometers to the mile) away. Some of it 
comes from a newly developed “oil 
city” in the middle of the Caspian 
Sea. 

The Russians told the group that 
there is more oil under the sea than 
has been tapped on land since the 
fields first began producing. 

—In the oil industry—as all over 
the USSR—the trend is toward “Indi- 
vidual incentives,” which Shuker says, 
“is a neat way of covering up the fact 
that age-old capitalistic practices are 
becoming a part of the Soviet way of 
life.” 

Wages vary with output, providing 
the refinery meets the plan. The plan 
is a system of quotas set up by a union 
of all the Baku refineries, which in 
turn is responsible to an over-all “plan” 
handed down from Moscow. 

—All over the plant were large post- 
ers dealing with the new quotas and 
the usual “Peace to the World” signs. 
In the workers’ clubroom were some 
anti-American cartoons. 

—tThe group visited a Stakhanovite 
club inside the refinery. A Stakhano- 
vite is an outstanding worker who usu- 
ally produces some astronomical figure 
over his quota. 

He is honored with medals, bonuses 
and a color portrait of himself on the 
clubroom wall. 

—The Azerbaijan Industrial Col- 
lege, where the Baku Refinery carries 
on some of its research—is commonly 
called the “Oil College.” Like most 
institutions of higher learning in the 
Soviet Union, it operates on a five- 
year program. 

Founded in 1920, the Oil College 
teaches in both the native Azerbai- 
janian language and Russian. There 
are “programs” for geologists, geo- 
physicists, industrial engineers, tech- 
nologists of refinery, machine building, 
engineers of energy, mechanics and 
economy engineers. 

The president of the college said 
that, to date, the school has graduated 
15,000 engineers. 


—Students spend certain parts of 
their five years working in the Baku 
fields, on a program similar to the 
“co-op” plan in many American engi- 
neering schools. Graduates, however, 
work in all parts of the Soviet Union. 
About 40% of the student body are 
women. 


—The group of American students 
were shown a geological map of the 
USSR and told that “Soviet geologists 
have done in 20 years what the Czars 
failed to do in 300.” 
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SENOS 


Farlatti 


Onorato 


SERVICING A CAR at the pumps in opening day ceremonies at St. Mary's Square 
Garage in San Francisco last month are two officers of the corporation that operates the 
garage. They are B. A. Farlatti, president, and S. E. Onorato, vice president. Above the 
pumps is an illuminated plastic sign, a miniature of the regular Flying A display sign 


How Tide Water Serves Garage 


Out in hilly San Francisco, 
where parking is one of the city’s 
biggest headaches, Tide Water 
Associated Oil Co. has come up 
with a solution to the numerous 
problems connected with ser- 
vicing cars in mammoth under- 
ground garages. 

Tide Water has worked out the 
service system in San Francisco’s l1,- 
025-car underground garage on St. 
Mary’s square, a public park almost 
in the heart of Chinatown and adja- 
cent to the fiancial district. This is 
San Francisco’s second garage of this 
type. 

The $2.1 million garage, on a 61,- 
414-sq.-ft. site, is a conventional ramp 
type composed of six levels and pro- 
viding 828 designed parking stalls. It 
has three entrances and exits. Attend- 
ants park and retrieve all cars. 

Cashier booths and Tide Water As- 
sociated gasoline pump facilities have 
been provided on the first and fourth 
floors. 

Incoming pedestrians can ride either 
of two separate sets of escalators from 
the first to fourth floors. On the 
fourth level are waiting rooms, cash- 
iers’ booth and Tide Water’s equip- 
ment for washing, lubrication and 
gasoline and oil sales. 

One of the major considerations in 
the design of the garage was to siphon 
traffic off adjoining streets at the 
fastest possible rate. This provision was 
especially important because two of 
the streets are on a 15% grade. 

As a result, entrances are three 
lanes wide with a three-lane magazine 
area about 160 ft. long leading from 
one entrance into the first floor and a 


magazine space about 236 ft. long at 
the two fourth floor entrances. 

Placement—Tide Water took ad- 
vantage of the wide-entrance design in 
placement of its pumps. The two is- 
lands on the first floor and three is- 
lands on the fourth floor are located 
so they can handle in and out traffic 
and can service cars without inter- 
rupting the flow of traffic. 

National pumps and Eco above- 
ground air and water reels are used. 

Pumps really are pedestals equipped 
with meters, computers and electric 


switches, since actual pumping equip- 
ment is located in the bottoms of 25,- 
000-gal. tanks under the sidewalks 
outside the building. Tanks are con- 
nected to the inside pedestals by pres- 
sure pipes. 

Tide Water installed four tanks to 
serve each level of the garage. Canned 
oil display racks are located at the 
point of sale on each pump island. 

Illuminated by fluorescent tubes in- 
side, signs were designed to show up 
in the artificial light. Signs over the 
pumps are plastic miniatures of the 
company’s large outdoor Flying A 
signs. 

Overhead Equipment—To avoid loss 
of parking space, an overhead lubri- 
cation system was installed. All lubri- 
cation equipment is Aro and includes 
six oil reels, two high pressure lube 
reels, one gear oil reel, one air reel, 
one water reel and one automatic 
transmission oil reel. 

Two Walker electric lifts are used, 
since the ram type would have elimi 
nated a parking stall on the floor below 

W. J. Mattson, TBA supervisor for 
Tide Water, has not completed the 
merchandising setup, but hopes for a 
higher than usual TBA volume since 
displays will be located on two floors. 
Display cases, shadow boxes and racks 
will be located in both first and fourth 
floor waiting room areas. 

The garage was privately financed 
and built by S. E. Onorato, Inc., and 
the W. & B. Realty Co. on the basis 
of a 33-year lease from the city. 





It pays to get 
EVER-FITE 
Cuabily in 


Quick Couplings 
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wt set tt 


Uniform wall thickness 
—no weak spots 
Extra heavy reinforcing rim 
for longer service |i 


Uniform heavy 
wall thickness 
weak Superior quality 
forged body- 
—precision machined 
—accurate tolerances 


Recess retains gasket 
in coupler and assures 
proper placement 





E VER-TITE Couplings give you a quick, tight connection 
every time—under every condition. They make your de- 
liveries fast .. . safe . 
made of tough, durable bronze, they give you more coupling 
service—less coupling cost. 

It pays to get EVER-TITE quality—the top value in quick 
couplings. Ask your distributor now. 


EVER-TITE COUPLING CO. INC., 254 WEST 54 STREET, NEW YORK 18, N.Y 


. . dependable. And because they are 
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‘/yoy ASHLAND OIL 
SERVES INDEPENDENT 
JOBBERS BETTER... 


The accompanying map shows the strategic 
location of Ashland Oil’s principal facilities and 
the interlocking arteries of low-cost transportation 
on the rivers and Great Lakes. These link Ashland 
refineries with a growing, concentrated market 
for petroleum products . . . in the very heart of 


industrial America. 


Independent jobbers in this area will find 
Ashland Oil’s manufacturing, transportation and 
local distribution facilities are designed to serve 


them efficiently and economically. 


Independent jobbers report 
that Ashland-made Ethyl 
with ICA, the patented 
ignition control additive, is 
enjoying tremendous public 
acceptance. ICA is extra 
proof of how Ashland Oil 
enables the independent 
jobber to keep a step ahead, 
whether he sells under his 
own brand name or Ashland. 











Keofining 
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Home Office: Ashland, Kentucky 
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TIRES—BATTERIES—ACCESSORIES 


a, 


es . 


CUSTOMER HEARS about TBA budget plan from Dealer Lon 
Rountree as he examines a tire. Plan allows both credit card 


holders and non-credit card customers to buy TBA and pay for 
it in installments over a three to six-month period 


How Richfield’s TBA Budget Plan Works 


Richfield Oil Corp., Los Angeles, has developed an unusual TBA 
budget plan as a new measure for spurring credit business: Richfield 
finances deals made by “approved” dealers with non-credit card cus- 


tomers as well as credit card holders. 


Features of the program, just disclosed by Richfield, include: 


e The dealer assigns to Rich- 
field a contract covering the sale 
of tires, batteries or accesories. 
And Richfield handles the col- 
lections. 

However, the plan has a “re- 
course” provision: If the non- 
credit card customer doesn’t 
pay, the uncollected amount is 
charged back to the dealer. 

e Credit approvals are made 
by the dealers, not by Richfield. 
But the plan is available only to 
dealers Richfield classifies as 
“approved” on the basis of their 
credit-handling records, 

e Terms are flexible but do 
have limitations. 

Installments must be split into three 
or six equal monthly payments. The 
minimum purchase is $15 for three 
months and the maximum amount is 
$175. 

The handling charge rate is 1% on 
the unpaid balance. 

Deals may be lade without down 
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payments to “preferred credit risks,” 
but Richfield encourages down pay- 
ments. In the credit manual for dealers 
is this advice: “The customers plan 
and expect to pay something down. 
They will respond to encouragement. 
Always ask—‘How much would you 
like to pay down?’”. 

How It Works—The mechanics of 
a transaction are this: After a budget 
sale is made, the original contract may 
be assigned and sent to Richfield. Rich- 
field then bills the customer and em- 
ploys the usual collection methods 
when necessary. If normal collection 
efforts fail, the contract is re-assigned 
to the dealer, and he is charged for 
the unpaid installments. At that time, 
the customer is notified that the con- 
tract has been re-assigned to the dealer 
and that payments be made to him. 

The contract contains a conditional 
sale clause, so the dealer has the right 
to repossess if he can’t collect. 

Richfield assumes responsibility for 


losses resulting from deals with regu- 
lar credit card customers. In effect, 
the dealer has an option between a 
“recourse” and a “non-recourse” plan. 

However, the TBA budget plan 
for non-credit card customers is re- 
garded by Richfield as a last resort 
in selling merchandise. The dealer’s 
credit manual makes it clear: “It is 
used only after all other avenues of 
collection have been explored, when 
the sale will not wait for credit clear- 
ance or when the individual will not 
qualify for a Richfield credit card.” 

Make a Check—Dealers are advised 
to conduct a credit investigation before 
going through with a deal. It’s more 
informal and quicker than a credit 
card investigation. As a guide, Rich- 
field gives the dealer an outline of 
investigative points. (The outline ap- 
pears on page 40). 

Richfield issues a further warning 
on giving credit to a customer without 
a credit card: “Discretion and common 
sense should be used in granting this 
type of credit. Your credit losses will 
be the end result of your ability to 
evaluate your customer as a good 
credit risk.” 

Richfield imposes two restrictions 
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The J&L line includes all types of 

Closures and Finishes. Bright, colorful 

decorations may be reproduced to 

your specifications. Heavy-duty ICC 

Drums. Light-gauvge Drums. 55, 30 

and 15 gal. capacity and 100-Ib. 

Grease Drums. Lightweight Drums for 

Chemical and Powdered Materials. - 
1-10 gal. capacity Steel Pails for — 
Foods, Chemicals, Oils. 
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FOR STEADY 
ACTION 


... for steady packaging performance 
J&L STEEL CONTAINERS 
ARE ON THE TARGET 


When you specify J&L Steel Drums and Pails you are 
assured of maximum protection for your product. In 
terms of “steady action” you can depend upon J&L 
because: 


aA 


é. are and a 


a ‘AY 9 &L Drun 


‘ 


ov can obtain J&L Steel Drums and Pails through 
plants located in leading industrial centers. You'll find 
J&L service fast and efficient. 


Sones ¢ Laughlin 
STEEL CORPORATION — Pittsburgh 


CONTAINER DIVISION 
405 Lexington Ave., New York 17, New York 
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DEPT. 3764, 3037 W. MONTANA ST. 


¢ MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle. 
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apparently intended to protect the 
dealer against any inclination he might 
have to trust some smooth-talking 
stranger just traveling through: The 
customers must live within five miles 
of the station, and the cars must be 
not more than seven years old. 

Dealers Take Risk—Richfield’s plan 
differs from others in that the dealer 
takes final credit responsibility for 
customers who don’t have Richfield 
credit cards. 

Company support in financing an 
installment plan purchase is the fea- 
ture calculated to give Richfield 
dealers a competitive advantage. In 
some cases, dealers arrange with fin- 
ance companies to underwrite TBA 
transactions. For this service, both the 
dealer and customer pay a service 
charge. 

At present, there are three forms of 
credit used in the oil industry: 1) A 
credit card holder may buy TBA mer- 
chandise with his card and pay on 
straight 30-day terms. 2) He may buy 
on three or six-month installments. 3) 
A non-credit card customer may buy 
TBA on time. 

The first two forms are used widely 
in the industry. The third plan has 
limited use. Up to now, Standard Oil 
Co. of Ohio has been its chief ex- 
ponent. 

Standard of Ohio, through its 335 
salary-operated stations, has had an 
outstanding success with its plan, 
started shortly after the war. Sohio 
sells a high percentage of its tire vol- 
ume on time payments, but this may 
be partly due to the fact that Sohio 
has always been an aggressive TBA 
marketer. In relation to its gasoline 
volume Sohio probably sells more 
TBA than any of the big oil companies. 
But so far the Sohio TBA budget 
plan operates only through salary 
stations, and not through dealers. 

Two others that have worked out 
budget plans for non-credit card cus- 
tomers are Standard of California and 
Standard of Indiana. 

Thus, Richfield is the fourth major 
oil company to venture into the field 
of credit for non-holders. 

Drive for Business—Its budget plan, 
installed the first part of the year, is an 
integral part of a general Richfield 
push for more credit business. It is 
the latest addition in a growing dealer 
credit manual. The program is backed 
with a sizzling credit card promotion, 





On the Cover 

Richfield branch retail sales- 
man R. A. Northon, explains the 
new TBA budget plan to Charley 
Yamamoto, Richfield dealer 
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1. TERMS OF CONDITIONAL SALES CONTRACT 
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BUDGET CONTRACT is filled out by dealer when installment purchase is made. 
Richfield then takes over the collection unless buyer defaults 


replete with cheesecake art, campaign 
broadsides and prize contest awards to 
dealers who bring in new credit card 
customers. 

Outside of the West Coast it is prob- 
able that any budget plan where the 
dealer takes all the financial risk would 
have little chance of success, in the 
opinion of budget specialists in other 
parts of the country. They say that 
dealers shy away from extending 
credit for anything but small sums, 


such as are involved in day-to-day 
gasoline purchases. 

Cards Rank High—Richfield and 
other West Coast marketers are in a 
little different position. There, a greater 
ratio of credit card business is done 
than in other regions. It is estimated 
that some 30% of the gasoline business 
is done on credit cards. Indeed, some 
dealers are reported as doing as much 
as 80% of their volume with credit 
card holders. 


WHAT RICHFIELD TELLS ITS DEALERS ABOUT CREDIT 


Richfield’s credit manual for dealers 
is a uranium mine of information. 

The company’s brand-new TBA 
budget plan, reported here, is spelled 
out in the manual. In addition, the 
manual carries hints on tying selling in 
with credit and goes into credit history. 

On customer treatment, it says: 

“The accent is on taking care of 
your customer’s needs. You can apply 
the old tried-and-true principles of 
selling to meet your customer’s needs, 
and then offer terms when your cus- 
tomer indicates that it isn’t convenient 
for him to pay cash for all his needs. 

“Make loyal friends and steady cus- 
tomers. The Richfield credit plans are 
a friendly service from the start of the 
sale to the final payment. With the 
proper treatment, customers will stay 
with you and never think of going 
elsewhere for anything you might be 
able to sell them.” 

And among other suggestions Rich- 
field urges the dealer to practice these 
things in his relations with his cus- 
tomers: 
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1. He must be considerate, but not 
“easy.” 

2. He must serve his customers sin- 
cerely, but never allow them to impose 
on him. 

3. He can be forceful when finesse 
fails. 

4. He must be firm with lax ac- 
counts. 

Looking Back — Richfield’s reviews 
credit history as follows: “Credit buy- 
ing, as we know it today, started back 
around 1911. It was in that year that 
the first automobile was sold on de- 
ferred payment. 

“Since 1911, credit selling has gone 
through some rough periods. It was 
rather frowned upon many times, but 
today it has emerged from such a 
background and stands on its own 
merit as a reputable form of buying. 

“The credit system spread from 
automobiles to practically all lines of 
merchandise, and particularly to the 
lines handled by your dealers. 

“As the use of ‘terms’ expanded, it 

(Continued on page 40) 
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On June 15th, AC launches its greatest oil filter advertising and 
merchandising program. From many angles, and at many levels, 
it will stress the fact that a new AC Oil Filter will bring “new 
life” to any car’s engine. From outdoor poster boards spread 
across the country . . . from the pages of national magazines 
. . » from window trims and mystery handout cards . . . this 
great AC campaign will make a powerful impression upon 
millions of motorists. 

A program of this tremendous size and scope cannot help but 
stimulate sales. All you need do is add the efforts of yourself and 
your staff and you'll ring up extra filter sales all summer long! 
Check with your wholesaler’s salesman to make sure you're 
registered for this great AC program. 


AC SPARK PLUG DIVISION ES GENERAL MOTORS CORPORATION 


FLINT, MICHIGAN 
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This AC campaign is all new . . . new idea, 
new approach, new appeal. All the big na- 
tional and farm magazines — as well as out- 
door posters from coast to coast — will carry 
the “New Life for Your Engine” theme. The 
posters, strategically spotted in more than 
4,500 locations, will be seen by 63 million 
people — and the magazine ads will have a 
potential readership of more than 80 million 
individuals during the campaign period. 


- 


ie 
MEW action-starting Point-of Sale promonon 


This unusual window trim, displaying an 
actual oil filter element, is sure to attract 
attention and arouse interest. It “hits” the 
customer at the very time he is most sus- 
ceptible to suggestion, and it paves the way 
for a successful sales talk. Each dealer will 
also receive a quantity of unique cards to 
hand out or mail to prospective customers. 
These “mystery messages” tie in perfectly 
with the rest of the program and will provide 
a potent sales punch. Both items are sent to 
registered AC dealers without charge. 


=e / 
AC's exclusive new aetion- getting Dipst wey 


The most direct sales approach ever offered 
in the oil filter industry! When attached to 
your customer’s engine oil dipstick, it tells 
you when the oil and oil filter were last 
changed and serves as a constant reminder 
for repeat sales. 

48 AC dipstick tags are supplied to you 
FREE OF CHARGE as soon as you register. 
With each shipment of 48 tags, a return 
post card order blank is enclosed which 
entitles you to an additional 48 tags FREE. 
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enabled people to buy more goods, 
and in buying more, they created more 
demand, and this in itself has raised 
our standard of living. 

“The development of modern homes, 
appliances, automobiles, etc., were all 
expanded, and the marketers immeas- 
urably broadened, because sales were 
handled on a ‘deferred payment’ basis. 

“Time has proved this type of credit 
to be sound! The success of the plan 
depends upon the application of three 
basic factors . . . 


“1. Understanding as to down pay- 
ment. 

“2. Aschedule of payment based on 
customer’s income. 

“3. Title to the merchandise may or 
may not remain with the seller until 
payments are complete, depending on 
the type of contract. 

“Using these factors, the ‘Golden 
Rule of Credit Selling’ is .. . 

‘The customer’s payments must 
reduce the balance he owes faster 
than the merchandise depreciates.’ 





Granco 
gives you 





‘GRANCO LINE METERS 
STAY IN POSITIVE ADJUSTMENT 


COMPETITIVE MODELS 


For faster flow 
highest accuracy 
longer life 
lowest maintenance 
and trouble-free operation 


ANOTHER GRANCO FIRST 
Comparison tests with competitive 
meters over three year period 
by a major oil company proved 
GRANCO METERS delivering nearly 
twice the gallonage under iden- 
tical conditions. 


GRANCO is the best meter for you 
.. LET US PROVE IT! 


METERS AND PUMPS 
GRANBERG CORP. 


1308 SIXTY-SEVENTH STREET 
OAKLAND &, CALIFORNIA 
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THE RICHFIELD DEALER’S 
OBLIGATION IN BUDGET 
SELLING 


(Following is the outline for credit in- 
vestigations Richfield gives its dealers.) 


Credit in Budget Selling is based on char- 
acter, stability, willingness and ability 
to pay. 

Since all sales made under the new 
Budget Plan are subject to recourse 
rights on the part of Richfield, it be- 
comes the dealer’s obligation as seller 
to act as his own Credit Manager. In 
making wise credit decisions he should 
know certain fundamentals. 


Analysis Of Income 


1. Is it sufficient to cover living costs? 
2. Is it sufficient to cover his present 
credit obligations and your sale? 

3. Is it steady and will it continue for 
the life of the contract? 

4. Does he own or rent? 

5. How long has he had his car and is 
it paid for? 

These questions and others similar, all 
bear directly on the income. 

This is extremely important! Regardless 
of character and willingness to pay .. . 
if his income is already fully committed, 
he cannot be sold. 


Check References 


After character, willingness and ability 
to pay have been established in your 
mind . . . the next step is to check one 
or two outstanding features or refer- 
ences before delivery of the merchandise. 


Identification 


At time customer signs contract, it is 
absolutely essential to identify the cus- 
tomer. Be sure he is who he represents 
himself to be. Ask to see some identifi- 
cation that bears his signature. If he 
objects it may be a danger signal. 


How To Refuse 


Occasionally the dealer will have the 
situation where he must decide that his 
prospect just doesn’t measure up to the 
credit requirement, and would be a bad 
risk if the dealer extended budget term 
privileges to him. In this situation, he 
must be very careful in his procedure: 
1. Be sure that the decision has been 
made only after thorough study of inter- 
view information and investigation. 
2. Make every effort not to offend or 
antagonize the prospect with “third de- 
gree” tactics or disparaging remarks. 
3. Do not refuse credit by remarks 
about “credit is no good,” “so-and-so- 
says you're a dead-beat,” or make any 
reference to poor credit reports. 
4. IMPORTANT—Use this expression 
to turn down credit: “I’m sorry, Mr. 
but we don’t seem to be 
able to get sufficient information to open 
a budget account.” Make every possible 
effort to drop the matter there, in order 
to avoid any resentment or argument. 
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INSPECTED 


TYPE EX POWER-OPERATED 
INDUSTRIAL TRUCK 
FOR HAZARDOUS LOCATION 
CLASS 1 GROUP D NO. 101 


Designed not only for safety 
but also economy... 





Clark’s new EXPLOSION-PROOF Carloader 





Clark’s electric Explosion-Proof Carloader was 
specifically designed to meet the rigid require- 
ments of Underwriters’ Laboratories, Inc. It was 
the first lift truck to receive Type EX, Class I 
Group D approval. It is safe for operation in 
atmospheres containing explosive fumes and 
vapors, such as gasoline, lacquer, propane. 


This truck was not merely modified to meet 
these rigid requirements—it was engineered 
from the ground up. Although it is rated at 3, 4, 
or 5000 Ibs. capacity, its frame is all-welded, 
integral unit plate steel comparable to those 
required for much heavier loads. There is ample 





Industrial Truck Division 


space for the larger motor and components which 
Underwriters’ Lab requires for “EX” equipment. 
Forks are solid bronze; bumper plates are wooden. 
In addition to Safety, the new Explosion-Proof 
Carloader provides outstanding economy and 
battery efficiency. It utilizes the same basic con- 
trol system which enables all Clark electrics to 
outperform other equipment—to work a longer 
cycle without recharging batteries. 

We invite you to compare the new Explosion-Proof 
Carloader with any comparable truck on the mar- 
ket. Call your local Clark dealer—listed in the 
Yellow Pages. Or write for details. 


0 Send detoils on "EX" Corloader 


Nome. 





Firm Name 


CLARK 


EQUIPMENT 





CLARK EQUIPMENT COMPANY 
Battle Creek 89, Michigan Street 
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Mobile ‘Service Station’ Aimed at Construction Use 


Prime Mover Co. of Muscatine, Iowa, is producing a “self-propelled service 
station” designed to provide a low-cost method of maintaining construction 
equipment. The machine, powered by a 6 hp Wisconsin engine, carries standard 
100 lb. drums of motoroil and lubricants. The entire unit, including compressor, 


air tank, and pumps, is only 31 in. wide. 


Extinguisher Announced 


A small hand-operated fire extin- 
guisher is effective on any type of small 
“flash fire.” The device is small enough 
to hold in one hand and is operated by 
pressing a button at the top of the con- 
tainer. A stream of extinguishing fluid 
can be directed accurately for a dis- 
tance of 8 to 10 ft. United Labora- 
tories, Inc. 

Circle No. 1 on Reply Coupon 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 
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330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after Sept. 8, 1954. 


It features Alemite equipment. 


Balancing by Electronics 


An electronic wheel balancer elim- 
inates unbalance of passenger car, 
bus and trailer wheels (including 
duals). Both up-and-down and side- 
to-side motion are eliminated. The 
basic balancer unit includes chassis, 
electronic dual-range meter and strobe 
light, all mounted in a portable cabi- 
net, plus a vibration pick-up unit with 
10 ft. of cord. Twenty ft. of power cord 
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also is included. Alemite division of 
Stewart-Warner Corp. 


Circle No. 2 on Reply Coupon 
Hose Modified 


Structure of several types of Good- 
year oil suction and discharge hose 
has been modified. The flat reinforc- 
ing wire previously used has been re- 
placed by a round, more durable steel 
wire to improve kink and crush resist- 
ance. In addition, a new hose for 
handling high aromatic fuels has been 
added to the commercial line. Good- 
year Tire & Rubber Co. 


Circle No. 3 on Reply Coupon 
Radio Voltage Adaptable 


RCA is marketing a new two-way 
mobile radio that can be converted for 
operation on either six or 12-volt bat- 
teries. It can be ordered for either 
voltage and for use in adjacent chan- 
nels with either 20 or 40 kilocycle 
separation. The new “Fleetfone” 


models, available for either 30 or 60- 
watt output, include both station equip- 
ment and mobile transmitter-receivers. 
Radio Corporation of America. 

Circle No. 4 on Reply Coupon 





Manifold Cuts ye 


A line of fully automatic liquefied 
petroleum gas charging manifolds has 
been introduced. The manufacturer 
says the manifolds make it possible for 
one man to do the filling work of two 
or more. The manifolds employ a 
sealed hydraulic oil unit to operate the 
shut-off mechanism. The device elim- 
inates the need for adding a com- 
pressor or other auxiliary air or gas 
supply. A conversion unit is also avail- 
able to bring up to date any non-auto- 
matic filling manifold. Bastian-Bless- 
ing Co. 

Circle No. 5 on Reply Coupon 


Nozzle Approval Defined 


Automatic shut-off nozzles for dis- 
pensing gasoline themselves do not 
lack the approval of National Fire 
Protection Assn., as indicated in NPN 
March 17, p. 34. It is the practice of 
leaving automatic nozzles unattended 
that is frowned upon by NFPA and 
the Underwriters’ Laboratories. 
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LITERATURE 


Tool Guide Issued 


The 1954 Composite Special Serv- 
ice Tool Guide for Independent 
Servicemen has been issued by Kent- 
Moore. The 80-page guide describes 
and illustrates the more than 2,000 
Kent-Moore special service tools of 
current model application. It contains 
complete application data, classifies 
tools by type of service, lists adapta- 
tions by car make and model and in- 
cludes complete price information. The 
guide is free. Kent-Moore Organiza- 
tions, Inc. 


Circle No. 6 on Reply Coupon 


Lubricated Valve Data 


Alemite has issued a catalog of 
lubrication equipment specially de- 
signed for servicing lubricated valves. 
The booklet claims that high pressure 
mechanical lubrication of valves offers 
money-saving advantages running up- 
wards of 50% over hand lubrication 
methods. Also appearing in the book 
is the claim that “80% of all service 
problems in lubricated valves are due 
to faulty lubrication.” Alemite Divi- 
sion of Stewart-Warner Corp. 


Circle No. 7 on Reply Coupon 


Power Take-Off 


Stow flexible shafting power take- 
off drive for tractor trailer units is 
covered in a new bulletin. The com- 
pany says the new drive provides 
more efficiency, more dependability 
and more trouble-free service. Listed 
advantages are elimination of expen- 
sive and delicate power couplers; in- 
creased pump life; quiet, vibrationless 
operation; easy  interchangeability; 
lower maintenance costs, and easy in- 
stallation. Stow Manufacturing Co. 


Circle No. 8 on Reply Coupon 
Pumping Engines Listed 


Engines to handle any oil pumping 
job are featured in an eight-page two- 
color booklet. The power line, a chart 
giving the maximum, rated and con- 
tinuous horsepower output of each 
model, and a map showing the com- 
pany’s factories, parts depots and 
dealer outlets also are included. Cater- 
pillar Tractor Co. 


Circle No. 9 on Reply Coupon 


Book Describes Barges 


All types of welded steel barges for 
river and harbor use are described in 
a 28-page illustrated booklet just pub- 
lished. One section covers, with de- 
scriptive data and pictures, tank 
barges used by the petroleum and 
chemical industries to transport liquid 


cargo to terminals and plants along 
inland and costal waterways. More 
than 50 illustrations are included in 
the book. Dravo Corp. 


Circle No. 10 on Reply Coupon 


Dipstick Chart Offered 


To meet the needs of service sta- 
tion dealers for information on correct 
reading of auto dipsticks, a chart has 
been published marking off dipsticks 
of all makes of cars by quarts. The 
wall chart includes full size drawings, 
based on manufacturers’ blueprints as 


well as the individual dipsticks. Chek- 
Chart Corp. 
Circle No. 11 on Reply Coupon 


Lift Line Covered 


Specifications and complete descrip- 
tions of the full line of U.S. automotive 
roller-bearing lifts, including illustra- 
tions, are given in a new 24-page 
catalog. Included are recently intro- 
duced truck and bus lifts, along with 
the company’s frame-grip, two-post, 
free-wheel and drive-on models. 


Circle No. 12 on Reply Coupon 
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50 years in the making 


BLACKMER’S “Gold Seal” TRUCK PUMP 


Long life and economical operation is assured BLACKMER’S 
customers with a new design which represents 50 years of ex- 
perience in building the famous Rotary Pumps which are, 


“SELF-ADJUSTING FOR WEAR” 


The new design incorporates all of the time tested 


BLACKMER features plus: 


The BLACKMER CARTRIDGE-TYPE Mechanical Shaft Seal. 
Heavy Duty Anti-friction Bearings completely protected 


from the pumpage. 


Available in two sizes, 21/4” and 3”, rated at 100 GPM and 
200 GPM respectively. “Listed by Underwriters’ Laboratories, 


’ : | 


Write for complete details, 


| liquid materials handling 


“BLACKMER _— 


INDUSTRIAL HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK » ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON « SAN FRANCISCO 


See Yellow pages for your local sales representative 
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Petroleum refining equipment similar to this is rising now from the prairie near 
Mandan, North Dakota. There, Standard Oil is building a new refinery capable 
of processing 30,000 barrels of crude oil a day. It will provide the first major 
outlet for Williston Basin production. 


OIL is making a 


prairie plant grow 


Under the ground on which Williston Basin residents walk, build homes 
and grow crops lies a fortune in oil. 

But oil underground is no one’s wealth unless it can be brought to the 
surface, refined and marketed. And without facilities to handle it after it 
reaches the surface, the oil must remain underground. 

Building these facilities is a costly job. 

Standard Oil is now speeding construction of North Dakota’s first 
major refinery —at Mandan. The Service Pipe Line Company, a Standard 
Oil subsidiary, built the state’s first crude oil gathering system and has 
built a trunk line to connect with the refinery. A 200-mile pipeline, 
through which products of the new refinery will flow eastward from Man- 
dan to Moorhead, Minnesota, has also been completed. 

The Mandan refinery and the new pipelines will bring many long-range 
benefits with them. They will help develop the wealth that will mean 
better schools, better roads and a multitude of other benefits for all in 
this area. 

They will mean more jobs—not alone in the oil industry, but in con- 
struction, supply and the merchandising and service fields. And, because 
of a greater volume and a greater diversity of business, the region as a 
whole will be even more prosperous. 

The multi-million dollar investment by Standard Oil—this willingness 
to take a risk in hope of earning a profit—means that residents of North 
Dakota will be able to enjoy more of their underground riches at a time 
not too far distant. 


Standard Oil Company anoiana) 











IT WON'T BE LONG until drilling scenes 
like this will be a “dream come true”’ 
on many more North Dakota farms. 
When facilities for handling crude oil 
are scarce, drilling and pumping are held 
back, and this new “‘crop,”’ deep under- 
ground, can not be harvested. 





IT WON'T BE LONG until Standard Oil 
agents, like Dan Dowhower of Inkster, 
N D., will be delivering ““home grown”’ 
petroleum products. The Mandan refin- 
ery, scheduled to be operating before 
the end of this year, will refine crude 
oil produced in North Dakota. 
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EQUIPMENT 


"Save-a-Bearing'' Caps Boost Lube Volume 


A little gadget is making big sales ammunition for Richfield dealers. Since the 
introduction of S-A-B (save-a-bearing) caps, many Richfielders have recorded 
considerable increases in lubrication volume. The caps are sold to the dealer 
at nominal cost and he puts them on the customer’s car free during lubrication. 
They cover the grease fittings on the bearings to keep out foreign matter. Shown 
installing one of the caps is dealer Bill Hite of Santa Barbara, Calif. Hite says 
his lube business has gone up 30 jobs a month since he introduced the caps. 


NEWS OF MANUFACTURERS 





Rochester Giving ‘Bonus’ 


Rochester Manufacturing Co. of 
Rochester, N.Y., will give a home 
owner an unexpected bonus some- 
time in the near future. When the 
company’s three millionth Universal 
fuel oil tank gauge is purchased, the 
buyer will be given a special gold- 
plated version of the device. Also, a 
high-fidelity record player goes along 
with the “Golden Gauge.” 


Pump Plant Dedicated 


Fairbanks, Morse & Co. dedicated 
the “newest and most modern pump 
plant in the nation” at a four-day 
ceremony May 19-22. The plant is 
geared to an annual output of enough 
pumps to move 35 billion gal. of 
water or other fluids per day. Loca- 
tion is on a 38¥2-acre tract near Kan- 
sas City, Kan. About 900 persons will 
be employed. 


Rust-Oleum Opens Plant 


Rust-Oleum has opened its new 
plant at Evanston, Ill. This marks the 
fourth addition in the company’s pro- 


June 9, 1954 « NATIONAI 


gram of plant expansion. Officials said 
the program provides facilities for new 
research and manufacturing techniques 
and increased inventory warehousing 
space. 


Kem Opens Warehouse 


Kem Manufacturing Co., Inc., Fair 
Lawn, N.J., has opened a warehouse 
at 1805 S. Michigan Blvd., Chicago. 
A complete stock of Kem fuel pumps, 
ignition parts and fuel filters will be 
kept on hand. 


Parker Names Distributor 


Argo and Co. of Birmingham, Ala., 
has been appointed distributor for 
Parker Hoze-Lok fittings and hose as- 
semblies. Argo and Co. will have ac- 
cess to the technical assistance of 
R. D. Beatty, Jr., Parker sales engineer 
in Birmingham. 


Warner-Lewis Gets Agency 


Allan Edwards Co., Inc., 2445 So. 
Jackson St., Tulsa, has been appointed 
mid-continent distributor for Warner- 
Lewis Co. The territory covers Okla- 
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homa, Kansas, Nebraska and Ar- 
kansas. Allan Edwards maintains 
branch offices in Dallas and Kansas 
City. 


PERSONALS 


James P. Parker and G. Howard 
Yandell have been appointed to the 
sales department of Scaife Co., Oak- 
mont, Pa. Parker will manage lique- 
fied petroleum gas tank sales for Illi- 
nois, Wisconsin, Michigan and portions 
of Indiana and Ohio. Yandell will 
work in Kentucky and parts of Ohio 
and Indiana, under Parker, as a sales- 
man for above-ground tanks and LPG 
cylinders. 





Robert F. Duemler brings a long 
background in sales management and 
marketing to his new position as divi- 
sional vice president in charge of sales 
for Crown Can Division of Crown 
Cork & Seal Co., Inc., Baltimore, Md. 
Formerly with a coal and coke firm 
and W. R. Grace & Co., he has worked 
in the U.S., South America and Europe. 

. 


Edward N. 
Gosselin has gain- 
ed public recogni- 
tion for his rise 
from the time- 
honored “modest 
circumstances” to 
the presidency of 
two large manu- 
facturing compa- 
nies. The Chicago 
Tribune traced 
his personal and 
business history in a financial page fea- 
ture recently. Gosselin presently heads 
Graver Tank and Manufacturing Co., 
East Chicago, Ind., second largest tank 
manufacturer in the world, and Phoe- 
nix Manufacturing Co., Joliet, IIL, 
world’s largest manufacturer of horse- 
shoes. 


EB. N. Gosselin 


Henry G. Ni- 
chols now man- 
ages sales in the 
Minnesota - W is- 
consin ter- 
ritory for AP 
Parts Corp. H. B. 
Turner replaces 
Nichols in_ the 
Oklahoma - Ar- 
kansas territory. 
Nichols joined the H. G. Nichols 
AP sales staff in 
1949 and has managed the Southwest 
and East Coast territories. Turner 
joined the parts company last year. 
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aGi@)nkhn - - - interpreting the oil news 


Pacific Coast 


By Charles N. Pollak 





Dealers Up in Arms 


An ambitious program that includes 
an investigation of alleged price dis- 
crimination on the part of a supplying 
company has been launched by the 
Oregon Gasoline Dealers Assn. 

According to E. M. (Ernie) Barker, 
Texaco dealer in Roseburg and the 
association’s president, the time has 
arrived for independent dealers to face 
up to these facts: 

—Existing dealers are suffering from 
an “over-extended service station build- 
ing program which will do irreparable 
harm to both the builders and dealers 
alike.” 

—tThe industry is threatened by tax- 
free agricultural co-operatives which 
have entered into direct competition 
with gasoline dealers. 

—Oregon dealers “are victims of a 
vicious price discrimination practice 
which will result in economic chaos if 
it is permitted to continue.” 

Regarding the complaint that there 
are too many service stations, Barker 
asserted that it was foolish to build 
new stations when there are already 
a number of outlets locked up. 

On co-ops, he said that one such 
farm organization is retailing gasoline 
for as much as 6¢ per gal. under pre- 
vailing prices, and is actively soliciting 
the public’s patronage. This situation 
is especially acute in Wallowa County, 
he added. 

Shrinkage Allowance—As a result 
of a recent board meeting, the associa- 
tion resolved to seek enactment of a 
stock shrinkage law when the legis- 
lature convenes next January. R. B. 
Harryman, Roseburg, chairmans a 
committee which has retained legal 
counsel to prepare a bill authorizing 
dealers a refund of the 6¢ state gaso- 
line tax on gasoline lost through 
shrinkage and evaporation. 

Harryman cited figures to show that 
a 10,000 gal.-per-month dealer loses 
$144 annually through stock losses. 

His committee also will ask the legis- 
lature to step up enforcement of exist- 
ing laws making it illegal to use tax- 
exempt motor fuel on the highway. 
Tightening police action here will help 
the dealer, he pointed out, because 
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“the guy who has been using this non- 
highway gas in his car will probably 
buy gas from you along with his free 
air and water...” 

The OGDA directors also voted to 
apply for membership in the National 
Congress of Petroleum Retailers. 


Not Enough Gas 


No one questions that the Pacific 
Northwest is the last great U.S. fron- 
tier for the natural gas industry. It 
constitutes a promising market for gas 
from Canadian fields or from the San 
Juan basin of Colorado-New Mexico, 
depending on how the Federal Power 
Commission deals with pipe line ap- 
plications from companies seeking to 
move gas from either area. Hence, 
there was more than routine interest 
in Continental Oil Co.’s Sims No. 1 
wildcat eight miles northeast of Aber- 
deen, Wash. 

Marginal gas wells were nothing 
new for Washington, but if Conoco 
should develop commercial gas pro- 
duction, it would be an interesting 
new element in the hotly competitive 
Northwest gas picture. 

However, Sims No. 1 was completed 
for only 50,000 cu. ft. daily of gas, 
a sub-commercial quantity for scantily- 
populated Grays Harbor County. Con- 
tinental will try again at a location six 
miles north of the Sims well. 


When Loyalty Pays 


Renewed international tension re- 
sulting from the Indo-China situation 
should give pause to large retailers 
who “hop from table to table” in 
their quest for the most advantageous 
refinery rack price. 

This was the gist of a warning given 
recently to members of the Serve 
Yourself & Multiple Pump Assn., Los 
Angeles, by executive secretary Dan 
Lundberg. 

Independent refiners, who only a 
little more than a year ago were still 
“stuck in price freezes,” are going to 
pick and choose carefully the accounts 
they will continue to supply in the 
event of another national emergency, 
said Lundberg. 

He cautioned that refiners regard 
so-called disloyal accounts “with a 
dim, glum look” as they formulate 
long-range plans for a Korea-type 
involvement. 

“It is our information that some 
retailers, in fact, have tried to get 
back to former suppliers already after 
‘experimenting’ with new sources of 
supply, only to find that the welcome 
mat was upside down and spelled 
something else,” Lundberg reported. 

“There is no innkeeper’s law re- 


quiring your supplier to sell you, and 
we have heard of angry vows that 
certain of the unfaithful will not be 
received as virgins any more.” 

Los Angeles Prices — The associa- 
tion executive also passed along results 
of a retail price survey he made of the 
most competitive private-brand gaso- 
line marketing localities in the Los An- 
geles Basin. It showed 14 stations sell- 
ing regular-grade gasoline at 15.9¢ (ex 
8¢ state and federal taxes) and a dozen 
others posting 16.9¢. The prevailing 
private-brand price in the area up to 
now has been 17.9¢. 


Midwest 


By Leonard Castle 





How Associations Help 


A veteran oil jobber, Fred L. White- 
ley of Columbia, Mo., reflects upon 
the vigorous growth achieved by state 
jobber associations and the healthy im- 
provement in relations between jobbers 
and suppliers during the past decade 
or so. 

A former president of the Missouri 
Petroleum Assn., Whiteley has been 
prominent for many years in activities 
of Missouri oil men and the National 
Oil Jobbers Council. 

Writing for the association bulletin, 
Whiteley recalls that 14 years ago, 
when he first became a member, at- 
tendance at the annual conventions 
consisted of a small group of jobbers 
with virtually no representation from 
the supplying companies. 

“What a contrast this is to the 1954 
convention in St. Louis where some 
400 were in attendance at the ban- 
quet,” he observes. 

“This is a strong indication of the 
growth and the importance of our 
trade association and the work that 
has been done by a large number of 
jobbers throughout the state. They 
have given freely of their time and 
talent to improve the association and 
to give it proper recognition within 
the industry. 

“As the association has grown in 
stature, so has the jobber in Missouri 
and it is an easy matter to reflect for a 
minute statements made by important 
people in the industry about the value 
of these associations and the common 
good that can result both for the 
jobber and the industry as a whole. 
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“Our various trade publications have 
also played a very important part, and 
the recent articles in NATIONAL PETRO- 
LEUM NEWS on the long-range plan- 
ning of finance and estate matters 
are another indication of the recogni- 
tion given jobbers.” 

Whiteley observes that all jobber 
problems by no means have been elim- 
inated and further improvement in 
jobber-supplier relations is needed. 
But, he says, it “looks to me like the 
way has been paved for jobbers and 
suppliers to have the privilege of talk- 
ing about these important industry 
problems.” 

NOJC, Whiteley comments, dis- 
played real leadership when, at the 
spring meeting at Hot Springs, Va., it 
took the first steps toward setting up 
management clinics to upgrade the 
jobber. 

“All of us need help in that direc- 
tion and certainly attending a con- 
ference of this type and listening to 
other jobbers talk about their problems 
and also talking about the methods 
employed by them in combatting these 
problems will be of utmost importance 
to all of us and will improve our knowl- 
edge and our operations. 

“All of these matters,” Whiteley 
says, “reflect the changing attitude on 
the part of the industry as a whole 
in all relations with jobbers. Certainly 
our organization has been very much 
worthwhile for the part it has played 
in promoting a better understanding 
of the jobber and also for the part 
it has played with the National Oil 
Jobbers Council.” 


Imports Curbs Hit 


Directors of the Missouri associa- 
tion, at a meeting May 18, adopted a 
resolution vigorously opposing restric- 
tions on imports of crude and prod- 
ucts, and denouncing proposals for 
“end-use” control of oil. 

The resolution called upon all as- 
sociation members to join the fight by 
calling upon Missouri’s members of 
Congress and explaining their posi- 
tion. 

If such legislation is deemed neces- 
sary, the directors said, “then we urge 
that the provisions of federal law al- 
lowing depletion allowances on both 
coal and crude oil production should 
be reduced accordingly, or at least 
suspended during any period when 
importation of crude oil or petroleum 
products become subject to import 
restrictions, duties or taxes other than 
what currently exist.” 


Stretching Out 


The Northwest Petroleum Assn. 


plans to expand its services for mem- 
bers in North Dakota. The board of 
directors has decided to hold a mini- 
mum of four meetings a year in North 
Dakota and recommended that the 
association by-laws be amended to 
provide for a vice president from the 
state. Also, a legislative committee will 
be established to press for enactment 
of laws beneficial to North Dakota 
jobbers. 


On His Own 


Guy N. Kinney, longtime sales 
representative for the Calumet Refining 
Co., Chicago, has decided to leave the 
city and become a country oil jobber. 
He recently purchased the Ryan Oil 
Co. of Lodi, Wis., and is operating it 
as the Kinney Oil Co. 

He has two bulk plants, one at 
Lodi and one at Poynette, and mar- 
kets Shell products. He employs one 
tank truck driver and is driving a 
second truck himself. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Oil Heat Campaign 


Heating oil marketers in the five- 
county Greater Philadelphia area are 
getting ready to uncork a $115,000 
promotional campaign to stop the in- 
roads natural gas is making there. 

Gas has captured the new-home 
market in their area, and now is setting 
them back in the conversion market 
at an admittedly “breathtaking” rate. 

Spearheading the oil program is the 
Greater Philadelphia Fuel Conference. 
Into this organization shortly now may 
be merged the Oil Heat Assn. of 
Metropolitan Philadelphia. 

But every fuel oil marketer in the 
area, from the major company to the 
small dealer, is being urged to partici- 
pate. Some of the majors reportedly 
have displayed interest in supporting 
the program. 

The $115,000 is planned to be spent, 
primarily for advertising, over a 12- 
month period. Plans are, though, to 
sustain the effort at least two years. 

Dealer contributions to the fund are 
being suggested on the basis of 0.03¢ 
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per gal. of sales during the year ended 
last March 31—to a maximum of 
$2,500. 

Some of the larger secondary sup- 
pliers are putting in up to $5,000 each, 
on a suggested 0.01¢-per-gal. basis. 
And the thought is that major suppliers 
may go in with as much as $10,000 
each. 

The advertising will emphasize oil 
heat’s economy and safety. 

Ads are planned to be run in at least 
one of Philadelphia’s principal news- 
papers every weekday and Sunday 
through the first year. 

Radio also is to be used, however, 
as are cards and posters in street cars, 
buses, subway and elevated trains and 
store windows; signs on automobile 
bumpers, and envelope stuffers. 

Initial ads are expected to appear 
before the end of this month. 

One of the secondary suppliers sup- 
porting the program, Allied Oil Co., 
already is advertising oil’s consumer 
cost advantage over gas in the Phila- 
delphia market. 

One of its ads compares oil and gas 
costs in terms of their Btu equivalents. 

For a house in Philadelphia or one 
of its suburbs that could have been 
heated for $33 in January, the gas 
heating bill would have been $45.52 
in Philadelphia proper, $52.35 in one 
of the suburbs, the ad reports. 

“These facts prove,” it concludes, 
“gas heat in Philadelphia costs 37.6% 
more than fuel oil; gas heat in sub- 
urban Philadelphia costs 58.6% more 
than fuel oil.” 


Just in Case? 


The town of Amherst, N.Y., near 
Buffalo, has no self-service gasoline 
station, but its governing body has 
adopted an ordinance prohibiting such 
a station anyway. 

The ordinance also rules out use of 
automatic nozzles with gasoline 
pumps. 


Oil Films Win 


Three oil industry motion pictures 
took top honors in the industry section 
of the Greater Boston Film Council's 
fourth annual festival. This was in a 
field of 92 entries. 

First prize was awarded API's color 
movie, Farm Petroleum Safety. 

Second prize went to General Petro- 
leum Corp.’s In the Beginning, which 
deals with the geological structure of 
the Grand Canyon. 

And the Oil Industry Information 
Committee’s documentary American 
Frontier, about the discovery of oil in 
the Williston Basin, drew an award of 
merit for contributing to the advance- 
ment of visual education. 








Mosher, Jr., Market Editor, NPN and Platt's OILGRAM Price Service, 330 West 42nd St.. New York (36), LOngacre 
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Ohio Standard Cuts ‘Gas Prices 1¢ 


Price declines were prominent in the nation’s 
oil markets the past week: 

—Standard Oil Co. (Ohio) cut its retail gas- 
= prices 1¢ at company-operated stations in 

io; 

—In southern New Jersey, Philadelphia and Bal- 
timore, home heating oil prices were reduced in 
amounts ranging to 0.15¢; 

—lIn the Midwest, Ashland Oil & Refining Co. 
closed two of its refineries because of “unattrac- 
tive fuel oil markets”; 

—And there were new eruptions of retail gas- 
oline wars, with prices off as much as 4.8¢ at 
Wilkes Barre, Pa., Springfield, Mass., and Louis- 
ville, Ky. 

In addition to declines in spot product prices, there was 
an increasing tendency of some sellers to contract for sales 
at “a price off of a price,” which meant that “discounts” 
were becoming more engrained in the general structure. 
This trend was becoming noticeable in cargo trading at the 
Gulf, in efforts to secure new commercial consumer gaso- 
line business, and on heavy fuel sales to large users. 


Ohio ‘Gas’ Weak—In Ohio, Standard Oil Co. (Ohio) 
announced 1¢ gal. reduction, effective June 4, in its retail 
prices for Sohio- X-Tane (regular) and Sohio Supreme 
(premium) gasolines at company-operated stations, except 
in areas where prices already were depressed. 

The new Sohio retail prices are 19.9¢ for X-Tane and 
21.9¢ for Supreme (ex 7¢ state and federal taxes) at most 
points in Ohio. Akron, Columbus and Toledo prices have 
been depressed for several months. 

Standard also made reduction of 0.7¢, to 19.1¢ to regular- 
grade commercial consumers and 15.6¢ to resellers, 
throughout most of the state. The company’s delivered tank 
car price for 86 oct. regular-grade gasoline for delivery to 
Ohio points was reduced 0.8¢, from 14.3¢ to 13.5¢. 

Sohio officials said reductions were made to iron out 
differentials between depressed areas in Ohio, which were 
rapidly becoming the rule rather than the exception. 

Coming at the outset of the big gasoline consuming 
season, the reductions in Ohio served notice generally that 
product was in free supply, and prices easy. 

Distillate Fuels Easy—Distillate prices also were on the 
soft side, although marketers generally said there was no 
apparent surplus of No. 2 fuel. 

In southern New Jersey, Esso Standard Oil Co. reported 
reduction of 0.1¢ in its tank wagon prices for kerosine, 
No. 2 fuel and Diesel oil, effective June 2. This move, 
which was made to meet a competitor’s cut on May 27, 
rapidly spread to the South. 

Sun Oil Co., effective June 3, reduced its tank car and 
barge prices for distillates by 0.15¢ at Philadelphia and 
Baltimore. At Philadelphia, Sun’s new tank car prices are: 
kerosine, 10.2¢; No. 2 fuel, 9.2¢; and Diesel oil, 9.6¢. 

In the Midwest, reports that No. 6 fuel could be found 
at prices down to 80¢ and 65¢ per bbl., Group 3 basis, 
probably had much to do with Ashland’s closing two of its 
refineries—at Frindlay, O., and Louisville, Ky. Combined 
capacity of the two plants to be off stream during June is 
25,000 b/d. Ashland’s other five plants will be run at or 
near capacity. 
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Price Weakness General—Almost everywhere there were 
reports of “weak prices,” “unfavorable economics,” and 
“dog-eat-dog” competition. 

In the Chicago district, “low-price” gasoline from down 
the Mississippi River continued to unsettle consumer mar- 
kets. At the Gulf, avgas prices were “unsettled” by the 
recent 0.5¢ reductions at Aruba, N.W.I. At New York and 
Philadelphia, quite a few industrial consumers of No. 6 
fuel have notified their suppliers that No. 6 fuel oil, at 
current price levels, can’t compete on a Btu basis with coal 
and natural gas. In the Mid-Continent, liquefied petroleum 
gas was offered at 2¢ with no takers (see p. 51). 

In Michigan, three more buyers met the 12¢ crude oil 
cut posted by Simrall (see June 2 NPN, p. 59) on May 29. 
Effective June 1, Bay Pipe Line cut its price for Adams 
heavy and other fields to $2.80; Sanford and other fields 
to $2.96. Leonard Pipe Line Co. reduced its purchase price 
for Clare City crude to $2.62, Fork and other fields to 
$2.98. 

Tide Water Cut To Stick—In Pennsylvania, it became 
apparent that Tide Water Associated Oil Co. plans no 
immediate increase in its $3.00 purchase price for Bradford 
crude, the company having cut 76¢ bbl. on May 17 (see 
May 19 NPN, p. 63). Tide Water said there are “extremely 
unfavorable economics” resulting from excessive inventories 
of Pennsylvania crude and Penn-grade lubricating oils. 


“Prices for wholesale Pennsylvania lubricating oils, on 
which price of Pennsylvania crude is primarily based, have 
been declining steadily for over a year and half,” R. D. 
Rogers, Tide Water vice president, said. 

Rogers attributed excessive crude and lubricating oil 
stocks to (1) gradual decrease in demand for Pennsylvania 
lubricating oils due to replacement of steam locomotives 
and stationary engines with Diesels, (2) large export markets 
formerly supplied by Pennsylvania oils now being supplied 
by foreign made products, and (3) increased use of lubricat- 
ing oils for base stocks made from other than Pennsylvania 
crudes. 

A run-down of retail gasoline developments outside of 
Ohio (see above) follows. Prices are exclusive of state and 
federal taxes, which are shown in parentheses. 

Decatur, Ill. (7¢)—Price war that started in February 
ended the past week with dealer tank wagon prices back up 
to 17.2¢, and most retail stations once again selling at 22.9¢. 

Louisville, Ky. (9¢)—Long-standing wrangle among pri- 
vate brand dealers finally affected prices for major brands, 
with latter down 4.8¢ to 15.9¢ and 14.9¢. “Normal” at most 
stations handling major brands is 20.7¢. Some private brand 
outlets in Louisville are as low as 13.9¢, and cut prices have 
spread across Ohio River into Indiana. 

Springfield, Mass. (7¢)—‘“‘New” price cutting broke out, 
with pump prices down 34, and dealer tank wagon prices in 
some cases off 2.5¢ to 12.9¢. Retail prices at stations han- 
diing major brands mostly are 16.9¢ and 17.9¢. 

Wilkes Barre, Pa. (7¢)—There was a new flare-up in the 
Wyoming Valley “war,” with station prices generally down 
2¢ gal. An estimated 95% of the stations in general area 
are posting 15.9¢ or lower for regular-grade. Tank wagon 
prices are unchanged at 14.4¢, although most suppliers are 
offering 1¢ “voluntary allowance.” 
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Gulf Coast 


Bunker “C” Cargoes Move To Canada 


Sales of several cargoes of low sulfur Bunker “C” fuel 
to a Canadian buyer and a small cargo of aviation gasoline 
high-lighted trading in otherwise quiet market at the Gulf 
the past week. Supply position of most products remained 
ample, and opinion was widespread that refinery runs still 
are higher than spot demand warrants. 

Bunker “C” sale was reported made at the “low” date 
of lifting, with one cargo to have been loaded at the Gulf 
last week. Details of avgas sale were not available. 

Low sulfur bunker fuel and low-lead-content avgas were 
firm pricewise, and together with gas oil having special 
characteristics, were the only products for which there was 
spot demand. 

There were reports that low octane gasoline could be 
shaded by 0.25¢ on spot bid, top grades by perhaps 0.125¢. 

Unconfirmed reports had it that one refiner had offered 
a cargo of No. 2 fuel at 7.75¢ gal., and according to one 
major refiner, enough contract Joadings of No. 2 fuel at 
7.75¢ have taken place to “seriously undermine” 8¢ open 
market low. 


Atlantic Coast 


“Discounting” Spreads On Most Oils 


Spot trading in bulk lots continued quiet in early June 
markets along the eastern seaboard. Most negotiations were 
slanted toward new consumer gasoline and heavy fuel busi- 
ness, and the trend toward discounting quoted prices was 
on the increase. Distillate fuels were quoted lower in south- 
ern New Jersey, and in the Philadelphia and Baltimore 
terminal markets. 

At mid-week, Esso Standard reduced its Paulsboro, N. J., 
tank car prices for distillates 0.15¢ gal., to 10.2¢ for kero- 
sine and 9.2¢ for No. 2 fuel, and late in the week both 
products were quoted at the same prices in the Philadelphia 
and Baltimore districts. 

In the New York harbor market, reports said that spot 
No. 2 fuel was available down to 8.75¢ in barge lots, but 
this was not confirmed in actual sales or quotations. Most 
sellers quoted 8.95¢. 

At Mobile, one supplier reduced his price for light Diesel 
fuel, bunkers, from $4.116 to $3.99 bbl., and the move 
threatened reductions at other Gulf Coast ports. When east- 
ern seaboard Diesel bunker prices were reduced late in 
April, ships’ prices along the Gulf were not affected. 

Traders the past week said marketers generally were be- 
coming “increasingly hungry” for consumer gasoline busi- 
ness. Whereas in early May only the largest commercial 
accounts were getting discounts of as much as 2.9¢ gal. off 
tank wagon postings, this reportedly is common now to ac- 
counts ranging from 1,000,000 to 3,000,000 gals. yearly. 

Same situation appeared to be the case on No. 6 fuel, 
with marketers saying they “wouldn’t think” of approaching 
large consumers for business without offering “discounts” 
either in the way of truck haulage or barging allowance in 
some form. 

At Philadelphia, four suppliers have offered to supply 
a 2,000,000-bbl. industrial account. 
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Chicago District 
Light Fuel Prices Off 0.125¢ 


Light fuel prices ranged 0.125¢ lower in Chicago District 
last week in a generally quiet market for all products. 
Gasoline remained unsettled. Heavy fuels were steady, but 
suppliers were wary of Rocky Mountain offerings. 

Range oil was quoted from 10.625 to 11.35¢, No. 2 
from 9.625 to 10.35¢, FOB Chicago District, both down 
0.125¢ on the range lows, following reduction by a river 
terminal operator. Cool weather at same time continued 
to produce some demand for distillate... 

Gasoline price situation was still a thorny problem to 
both local refiners and those shipping in via the Great Lakes 
Pipe Line. Upsetting one large supplier was an offering to 
one of his branded outlets by an Independent river terminal 
operator, of regular-grade, high-jump gasoline at 11.75¢, 
FOB Chicago District, with price subject to 0.25¢ advertis- 
ing allowance for purchase of 100,000 gals. or more. 
General quotations for refined regular gasoline ranged from 
11.875 to 13.35¢. 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline Still Problem Product 


Despite the fact that gasoline picked up after heavy three- 
day holiday consumption, it still was the problem product 
to Midwest refiners the past week. Heavy fuels continued 
to be subject to downward pressure of Wyoming/ Montana 
offerings. 

Even though light fuels were “out of season,” suppliers 
said there still was some call because of continued cool 
weather. Prices were unchanged for all products. 

“Discounts” on gasoline continued to be the principal 
market hurdle to refiners. Some said the “discounting” was 
not serious as far as branded business was concerned be- 
cause the offerings were of temporary nature. These dis- 
counts still ranged mostly from 0.375¢ to 0.5¢ off pipe line 
terminal cost prices (refiner’s Group 3 quotation, plus pipe 
line tariff). 

Offerings of Rocky Mountain heavy fuel (high sulfur) 
ranged upward from $0.65, Group 3 basis, for resale. 
Purchases were disclosed at $0.65 and at $0.70, for resale. 
Refiners’ Group 3 quotations for No. 6 ranged from $1 
to $1.15. In general, Mid-Continent area itself was said 
to be in balance as far as No. 6 fuel was concerned. Read 
oil season has begun and some refiners are running heavy 
fuel to storage for coking operations. 


Mid-Continent 


Gasoline Prices Remain Weak 


Movement of gasoline against contracts remained good 
out of the Mid-Continent the past week. But there was no 
improvement in weak price conditions caused by, as some 
refiners said, “too much material hanging over the market.” 
Other products—residual fuel, distillates and lubricating 
oils—continued in light demand. 

Most refiners said their gasoline shipments to regular 
customers remained above normal, with one in Kansas 
declaring his business during first four months of this year 
was best for this period in company’s history. And, with 
wheat harvesting going full blast in Oklahoma and moving 
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OIL MARKETS 





Summary of Gasoline Prices (June 1 


through June 7) 





Moter Gasoline 95 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.)......... : 
Efex. Crack Towp New Mex. shpt}. 

















E. Tex. (Truck 


“aaa G 3 Okt oh ) 
. Grou; 
kla., Grou 4 8 (Northern « 


De oncaseeeee eee een enee 


Oct. (Regular): 
shpt. 


tern (Group 8 ba) shpt.) atin inci s lnsgidt 
. Tex. oe oe ER 
Tnsp.) 


Motor Gasoline 60 Oct. M & below: 




















Monday 
June 7 
12.625-14.55 
13 .25-13.8 
13.5-18.75 


on. 25-11 .375(3) 
0. 75-11 .375(2) 
10: 75-11 .375 
11.5-12.7 
11.5-12.25 
11.5-12.25 


10 25-10 .625(3) 
10. 25-10 .625 
1025-10 .625 


Res @)10. 75-11.8 


13.45-14.3 
12-14.2 
(3)13.9-14.6 
13.8(2) 
12.7-14.1 
12.75-12.8 


15.15-16.4 
13.9(2) 


14. 75-15 .25 
13.75-14 


13.75 


Friday 
June 4 


18 5-18.75 
(4)12 .25-18 .875 
11.75-13 
11 76-18 
12 625-14.2 
13(2) 
18 
on. ‘#3 


10 .25-10 .625(8) 
10 .25-10 .625 


10 25-10 .625 
(2)10.75-11.8 
11.25-11.5 
(2)11-11 125 
16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
2. Se 38 
wis. 9-14.6 
18 .9(2) 
12.7-14.1 
12.75-12.8 


15,.15-16.4 
13.9(2) 
14.75-15 .25 
18. 75-14 


15.5 
18.75 


Thursday 
June 3 
12 .625-14 55 
13.25-13.8 
18 .6-18 .75 


eons. .- 2-3. 875 


it 75-18 
12,625-14.2 
13(2) 

18 

18 


(6)11 .25-11. -875(8) 
a. oti one -876(2 


10 .26-10 .625 (8) 
10 .25-10 .625 
10 .26-10 .625 
(2)10 . 75-11 .8 
11.26-11.5 
(2)11-11 125 


16.3 

15.4 
(2)16 .4-16.6 

15 .4-16.1 


18 .45-14.8 
12-14.2 
(8)13 .9-14.6 
18 .8(2) 
12.7-14.1 

12.75-12.8 


15. 15-16.4 
13.9(2) 


14,75-15 .25 
18. 75-14 


15.5 
18,75 


Wednesday 
June 2 


12 .625-14.55 
13 .25-13.8 
-6-18.75 


(4)12 25-18 .876 
11.75-18 
11.75-18 

12.625-14.2 
13(2) 


(6)11. ei. 875(8) 
10.7 see! 
10 i611 8 
11.5-12. ie 
11 .5-12.26 
11.5-12.25 


10 .25-10 625(8) 

10 .25-10 625 

1025-10 .625 
ane. 75-11. ; 


1.25-11.5 
(2 it 1-11 126 


er 


aye. bis. 6 
15 .4-16.1 


18 .45-14.8 
12-14. 

(8)18. oe 6 
12. a. 1 
12.75-12.8 
15. 15-16.4 
18.9(2) 
14.75-15 .26 
18 .75-14 


15.5 
18.75 


Toesday 
June i 
8 625-14. = 
8.25-13.8 
8 6-18 75 


(4)12 25-18 .876 
11.75-18 


(6)11 .25-11 .876(3) 
10.76-11 875(2) 
* 76-11. id 
11.5-12 7 
11 .6-12 .26 
11.5-12.25 


10 25-10 625(3) 

10 .25-10 .625 

10 .25-10 .625 
(2)10.75-11.8 

11.26-11.5 
(2)L1-11 126 


+ ae 


cane: ‘das. 6 
6 .4-16.1 


18 .45-14.8 
12-14 2 
(8)18.9-14.¢ 
13 .8(2) 
12.7-14.1 
12.75-12.8 
15.15-16.4 
13 .9(2) 
14.75-16 .25 
18. 75-14 


15.5 
13.75 





north, there 


was every indication that consumption would 


kept light fuels trickling to jobbers. 


Heavy fuel reports 


remain high. 

Still, prices were not improving. One refiner, in fact, 
found conditions worse at some points. His sales repre- 
sentatives reported from three points in lowa and Minne- 
sota that gasoline was “being offered off the line at 0.5¢ 
under published prices,” plus transportation. This, he said, 
was “worse than week or two ago, when the lowest offerings 
we heard of were 0.25¢ to 0.375¢ under the market.” A 
marketer, meantime, said he could buy gasoline “at 0.5¢ 
off at all points on the (Great Lakes) line.” 

Gasoline moving upriver from the Gulf Coast was blamed 
in age by some Kansas marketers for their price troubles. 
One Kansas refiner said “low-priced” Gulf Coast material 

was hurting his sales, “especially around St. Louis.” 

In Arkansas, one refiner reported dropping his prices for 
residual fuels 5¢ bbl., to $1.85 for No. 4, $1.65 for No. 5, 
and $1.50 for No. 6. Meantime, tank car marketers found 
little change in residual market, with their suppliers were 
still asking around $0.90 and up, Group 3 basis, on material 
offered for resale. 

Domestic lubricating oil demand was good, but as in the 
case of gasoline, inventories were large. Distillate trading 
was at virtual standstill. 


Central Michigan 


Gasoline in Strong Demand 


Gasoline demand pointed up in Central Michigan last 
week and a number of refiners said their gallonage was 
substantially above last year at early June. Cool weather 
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still were mixed. 

Product prices were unchanged, but majority of buyers 
of Michigan crude lowered their postings by 12¢, effective 
June 1, in line with Simrall’s cut on May 29. 

While general quotations were unchanged for all prod- 
ucts, some refiners said they were being “forced” to meet 
“low” heavy fuel prices in some areas to keep accounts 
from straying. 

In a few instances, summer fills of heating oils have 
started. Trend of suppliers is to repeat deals made as last 
year, giving customers price protection without any special 
discount. 


Western Penna. 


Wax Price Up; Lubes Continue Weak 


White crude scale wax was quoted higher in Western 
Penna. the past week with continued strong demand for 
this product and petrolatums outstanding in an otherwise 
quiet market. Lubricating oils remained weak despite the 
lower price levels reached on bright stock and neutral oils 
late in May. 

Inventories of crude scale wax were described by most 
refiners as “very low,” and several said they are sold up 
through June. Low reported quotation for 124-126 AMP 
crude scale was up 0.254, to 5.25¢ Ib. One refiner said he 
had tried to buy material for resale and was “completely 
unsuccessful.” 

Continued strong demand for petrolatums from both 
foreign and domestic buyers also was keeping inventories 
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NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
June 7 16.13 12.36 
Month Ago 16.08 12.38 
Year Ago 15.38 11.80 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











of finished grades low, but no price changes were reported. 

Open market trading continued quiet in lube oils and 
most reports said reductions of 1 to 2¢ gal. in bright stock 
and neutral oil quotations following the drop in crude prices 
in mid-May had done little to stimulate buyer interest. 

Neutral oil, 150 vis., 25 pour test, was quoted 1¢ lower 
at 15¢, and low pour test grades of bright stock and neutrals 
also were down | to 2¢. On sizeable quantities, current low 
quotations for neutral oils could be “shaded” 0.25¢ gal., 
bright stock as much as 1¢, according to some reports. Sales 
or actual quotations at lower prices could not be confirmed, 
however. 

Gasoline shipments against contracts were in good vol- 
ume. Distillate fuels were seasonally quiet. 


Spot LP-Gas Continues Quiet 


There continues to be spot product in distress, according 
to Mid-Continent liquefied petroleum gas marketers the 
past week. On other hand, contract signings at prices well 
above current spot offerings also have been reported. 

Spot lots of both propane and butane were available at 
2¢, Group 3 basis and West Texas. In contract market, 
however, one producer reported signing new 2,000,000-gal. 
account at his current price of 3¢, Group 3. 

Many LP-gas distributors have limited storage facilities, 
which explains current weakness of spot offerings and will- 
ingness of dealers to sign on yearly contracts. Dealers are in 
effect paying “premium” for continuity of supply, as one 
producer put it. 

Contract prices for propane generally range for 2.5 to 3¢, 
Group 3, former after 0.5¢ summer-fill discount. In West 
Texas, finding no buyers at 2¢, one seller has withdrawn 
all offerings of propane. 


New York City Fuel Oil Bids 


Gulf Oil Corp. was apparent low bidder on largest single 
item in fuel tender opened last week by New York City’s 
Department of Purchase. Company bid $2.184 bbl. on 
500,000 bbls. No. 6 fuel for barge delivery to St. George, 
Staten Island. Gulf’s price for this business last year was 
$2.15. 

In addition to heavy fuel, Purchase Department’s tender 
also called for Diesel fuel and Kerosine for delivery during 
period July 1, 1954 to June 30, 1955. Summary of bids 
follows: 

Item Awards 

Item 1—No. 6 fuel, barge delivery including lighterage 
and pumping, to St. George, Staten Island, 500,000 bbls.: 
Sterling Oil Terminal $2.25 bbl. ($729.30 lighterage and 
pumping, $5.10 per day); Hess Inc. $2.25; Metropolitan 
Petroleum $2.2475; New England Petroleum $2.219; Gulf 
Oil Corp. $2.184. 
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Item 2—No. 6 fuel, barge delivery including lighterage 
and pumping, to Goldwater Memorial Hospital, plant, Wel- 
fare Island, 160,000 bbis.: Sterling Oil Terminal $2.10 
bbl. June through August, $2.12 August and September, 
$2.16 October through June, 1955; Hess Inc. $2.25; Met- 
ropolitan Petroleum $2.21; Patchogue Oil Terminal $2.21; 
Gulf Oil Corp. $2.285. 

Class Award (Items 3 & 4) 

Item 3—Diesel fuel, distillate, Grade 2-D, Class B, pick- 
up by city vessels at marine shore plant terminal, 600,000 
gals.: Socony-Vacuum 9.57¢ gal. 

Item 4—Diesel fuel (as in Item 3), barge delivery includ- 
ing lighterage and pumping, to Ward's Island, N. Y., 800,- 
000 gals.: Staten Island Oil Co. 9.75¢ gal.; Socony-Vacuum 
9.83¢. 

Total bid for Class No. 1 (Items 3 & 4): Socony-Vacuum 
$136,060. 

Item Awards 

Item 5—Diesel fuel, distillate, Grade 2-D, Class A, pick- 
up by city trucks at contractor’s yard within five miles of 
Queensboro Bridge, 200,000 gals.: Motolene Co. 9.38¢ gal.; 
Howard Fuel Corp. 9.24¢. 

Item 6—Kerosine, pickup by city truck at contractor’s 
yard within five miles of Queensboro Bridge, 40,000 gals.: 
Motolene Co. 10.48¢ gal. 


Mid-East Crude Slated For California 


Three spot cargoes of Qatar crude oil have been sold 
recently for shipment to U.S. West Coast, according to 
reports in New York trade circles past week. 

Tanker fixtures for lifting in Persian Gulf have been 
arranged—one for June and two for July—at USMC tanker 
rate —65. 

Qatar crude in Persian Gulf currently is posted at $2.00 
bbl. for 36 gravity, and $2.06 for 39 gravity. 


Aviation Fuel, Wax Stocks Rise 


Increased inventories of aviation gasoline, jet fuel and 
petroleum waxes held by refining companies at end of March 
are reported by Bureau of Mines. Stocks of lubricating oil 
declined. 

Inventories on March 31, which changes from Feb. 28, 
1954 and March 31, 1953 follow (wax in thousands of lbs.; 
all other figures in thousands of bbls.) : 

March Change from Change from 
1954 Feb. 1954 March 1953 
Aviation gasoline: 

100 oct. & above 5,719 339 + 551 

Other grades 5,767 - 48 + 1,053 

Total avgas 11,486 387 + 1,604 
Jet fuel 2,777 166 (a) 
Lubricating oil 10,386 261 — 749 
Petroleum wax: 

Microcrystalline 33,600 

Fully refined 67,200 

Other grades 79,520 

Total wax 180,320 
(a) Inventory figure not available. 


+2,520 + 9,520 
+1,960 +-16,240 
+2,520 + 6,160 
+7,000 -+-31,920 





Crude Oil Prices 


Three Michigan buyers meet Simrall’s 12¢ cut 
(see p. 48). No other changes reported in crude oil 
prices in week ended June 5. For complete price 
schedules, see May 26 NPN, p. 56-57. 














in effect June 7 at Refineries and Terminals 


CALIFORNIA 
Dist.: 


Gasoline 


Angeles 
Oct. Prem........... 


OKLA., Group 3 (Okla. shpt.) Oct. Reg..... 


os g 13 .85-18.1 


12 6-15 .6(2) 


17 .85-18.6 
15.85-16.1 
(8)11-11 25 
. 10.75(2) 
> (8)10.5-10.75 
10 .25-10 .85 


11.25-11.6(2) 
10.6 


10.5-11 
10. 15-10.75(2) 
10.15 


Kerosine, Gas & Fuel Oils 


7 
: (2)10:75-11.8 


W. TEX. (Texas & New Mex. shpt.) 


rif 


£3 
ef 


; 


(8)12.25-12. 75x 
11-11 625 
10. 88-11. 25 


sz8 
832 


15.15-16.4 
13 .9(2) 


14. 75-15 .25 
18.75-14 42-44 


58 & above D.I. Diesel . 
No. 6 


15.5 


Newey Group 3 (Okla. shpt.) 


- On. 15-12 
55(2) 


eee 11 -15-11.85 
- OR. 15-11.1 
-16-11 


Hi 
Reagz 


a 
a 


7.25-8. 
7-7 .5(4) 


8 


13 


a of 8.0, Ohio for delivery to 
12.5 


12. 
11. 
12. 
CALIFORNIA 
San Joaquin Valley Dist.: 


i oe Dist.: 
Dene paees cep ere ous. S36. ; 


E. — _— transport lots) 
baianr aetna vane ++ OR SS -9.75(2) Diesel fuel CS Hy ators’ 1 


$1.30-1.60(2) 


18°75 CENT. W. TEX. (Truck transport lots) 


Shte-Sevtations of 8.0. Ohio for delivery to 
Ohio points 


(4)14.6-14.75(2) 
(4)18 .6-18.75 


poprices gg oze Bee | from Pease’ OILGRAM Daily Oil 


Price Service, National Pet News, wh 
resentatives in all NPN OLGRAM otovs dovets @ ale ane enstnatvaly 


to ustry prices everywhe 
Frices shown in tables tables ‘are sales prices or quotations or general offers 
pemee ace by refiners, by pipeline terminal operators, and by 
tanker terminal operators; f sales and shipments; for the busi- 
period stated; except Tank Wagon = a prices vplyin for 





private on ay atone Ge ae 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
py in any Mid-Continent manufacturing 


FOB GROUP 3 


$1.65 FOR BRECKENRIDGE 
$1.20-1.40(2) Grade 26-70 (Quotations ) 
distribution or publication. Doria periods of short supply, some sellers 
and at times all withhol 0 uotations to new customers or the 
posting of firm | + give OILGRAM the prices they — 
would quote to the trade in general and which confine 

regular customers only, and such prices a 

Gasoline ratings are TM Research 

ratings, ¢ RY letter M is used to 7 A one = rating 

by ASTM Method. For further details of fone ape 
. aw NPN-OILGRAM office or see back of ay OiCRAM 


For gomalate price service font — from nearest OILGRAM 
publishin New York, Houston, address Platt’s 
OILGRAM P Price a wos 420d. St., New York 36, N. Y. Anngal 
Subscription rate in U : $150 per year, payable in zdvance. 
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Naphthas & Solvents Neutral Oile—Vis. at 100°; 95 v.i.; O10 p.t. 
(2)14.5-1508) 
(2)15-15 .75(8) 
(2)15 .5-16 .25(8) 
(4)17-17.6 





@ gis. 125-14. 625 


CARS Seate-Behvent (Vis. at 100° F. FOB S. Tex. refineries for do- 
oe 0-10 PP mestic and/or export shipment. ) 


PALE OILS: 


(3)16-16.5(8 
Stoddard solvent.......... 16(8) 200-1 (3)16-16.5(8) one 142 ae 
Se -Gutete of 8.0, Ohio for delivery Ohio (3)16.76-17.25(2 


15.5 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. B 
at Gulf for export. peste 12.25(6) 
woccncevece ced 18.7516) 
14.26(6) 
Bright Stock—Vis. at 210° isis) 
— vis., 0-10 pour test, 15 .6(6) 
96 v. 18.76-21.25 16(6) 





Mineral 
Spirits 


17(6) 

16.56) 
16 .5(8) 
17.6(6) 
17.5(6) 


ty SCULLY SIGNAL COMPANY Melons 76, Mass. 


Conadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontorio 


(Bbis., carloads; tank car, 1 to 1.5¢ leas) 
(2)7 . 125-7 .75 








Marketer of Petroleum Products 
(2)5. 25-5. "15 


Bee NEW ENGLAND PETROLEUM CORPORATION 


New York 





Lubricating Oils 


WESTERN PENNA, 
ae ee a offers reliably re- 
ported, to only. 











inhh - 


Viscous Neutrale—No. 3 col. Via. at 70° F, 200 | 
Vis. (180 at 100°) 420-425 fi. VV — IN 

f a 
25 p.t. 


. 2k 





COMPETITION GETS 
TOUGH that’s when United's policy of pro- 
A(2)15-16(4) 

tection really means something to the 


x17.5 Jobber and Marketer That’s when it means 


x16 .5 
= something to have built your brand on the 
(2)11-12 unsurpassed quality of UNITED’s 100% Pure 
(2)12-18 


Onn Sennsylvania Lubricants. Why wait find 


yang LUBES out today how UNITED can help YOU 
Tulsa basis, for domestic shipment only 


Buiht Stocks, vis. at 210° Neutrals, vis. at 100°, Al rit LA Di, f Py: 
0-10 p. p. VWVrife, VVire or none fol mm shielai 


UNITED 


UNITED REFINING COMPANY, WARREN, PA. 


Neutral Oile—Conventional 
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PRICES in effect June 7 at Refineries and Terminals—Cont. 
LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 


Atlantic & Gulf Coasts 
Prices are of refiners, FOB 


cars or transport trucks) 


Industrial 
Propane 


5(8) 
6 


8 
2.0 
8-8. 
7 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 
SIS-SES AMMiins cikcivcs x(83)5 .25-5 .65 


SEABOARD 

Melting points are AMP, 8° higher than 
EMP. Prices are for car lots. Domestic 
prices are FOB refinery; scale in bags or bbls. ; 
fully refined, slabs loose. es are 


Export pric 
scale in bags or bbis., fully refined in 
or cartons. 


N.Y. Domestic N.Y. Export 
x7.10(2) 6 .5-6 .6(3) 


Crude Scale: 
124-126 white. ... 


Fully Refined: 


8-8 .25 
x(2)8-8 .45 
x(2)8-8 .45 
MAT x(2)8-8 .45x 
8 .55(8) x(2)8-8 .55 
8. 05-8 .55(2) x8 25-8 .55(2) 

: 8.55(3) x8 25-8 .55(2) 
.+» (2)8.55 x8 .25-8 .55(2) 
149-51... 10.565 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 

Motor Gasoline 
92 Oct. Prem............. *12.75-14.85x 
x11 .75-18 .35 


Light Fuel Oils 


x10. 625-11 .35 


No. 2 fuel x9 625-10 .35 


Heavy Fuel Oils 

No. 5, low sulfur 

No. 6, high sulfur. 

No. 6, low sulfur 

No. 6, high sulfur....... 


(3)6 . 7-6 .95(2) 
(2)5 .9-6 .05 
«+ (4)5.7-5.95(2) 


Mexican Bunker Prices 
U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 

1.95 eeee 

1.95 8.75 
Pacific Coast 

$2.60 $5.65 

4.75 

4.75 


Pacific Coast 


(In sage 
Bunkers 
Deep Tank Lote) 
San Pedro, Calif... 
Portland, Ore... .. 
Seattle, Wash..... 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


$1.80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


54 


their 
FOB their terminals. Ships’ bunkers prices are exclusive of 


92 Oct. 
Prem. 
Gasoline 
16.3 
15.4 
16.7-17.1(8) 
15.4-16.1 


District 
N. Y. Harbor. . 
jo barges... . 


86 Oct. 
Gasoline 
18.45-14.3 
12-14.2 
7. 6(6) 
2.7-14.1 
12. 75-12.8 


83 Oct. 


Reg. Kerosine 
Gasoline a 1 Fuel (*) 


2(20 


%: :95 (18) 
10.4(10) 
10.35(10) 
10.1(7) 


eir refineries & tanker er and of tanker terminal operators 
lighterage. 


No. 2 Fuel (*) 


9.2(19 
8.95(19) 


.4(11) 
x9 .2-935 (10) 
9.1(4 





Charleston..... 
Corpus Christi.. 


18 .5-14.5(5 
12.6-18 .25 
11.5-12.5 


) 


10 .25(16) 
10.4(5) 





do barges... . 
Jacksonville... . 
M 
Mobile. . . 


(2)12.25-12.3 
on ati) 8 


13. 4 
.1(3) 


* - 125-10. 25 

9.25-9.75 
11. ead 
11.8 


11.1(4) 





New Haven.... 
New Orleans... 


.8(3) 
2.4 





Philadelphia... . 
io barges. ... 

Pt. Everglades... 

Providence. . . 


x10 .2-10 .35(9) 


x9 .95-10.1(8) 
11.8(5) 
10.35(9) 
10.25(9) 


x9 .2-9 .35(9) 
x8 .95-9.1(5) 
10(3) 
9 .35(9) 
9.25(9) 





Savannah... 


Tampa... Ae 
Wilmington, 
)  . e 


18 4-15 .85(2) 


N. Y. Harbor... 
do barges... . 


Albany 
Baltimore 
do barges. . 


Gas House 
Gas Oils 
(*) 
9.8 


@)i3.1-19.404 


) 


12.9-13 .3(5) 


12.4-18 .85 


No. 4 Fuel 
pd 16-3 oy 


12.07 


Diesel Oil (*) 
Shore Plants 
(50 et.. 55 d. i.) 
9.6(8) 
9.816) 
9.75(5) 


11.8(7) 
11.7(8) 


10.4(7) 


10(6) 
10(4) 


9.5(6) 


Light Diesel 
Ships’ Bunkers 
(45 ot., 45 d. i.). 


$3 .89(4) 


Heavy Diesel 
Ships’ Bunkers 


3.95(4) 





Baton —. 5 


do barges... 


Charleston. . 


9 .65(6) 
9.6(2) 


3.742) 
8 9173) 
3.89(2) 





Houston. . ; 
do barges... 
Jackson ville. . 


eee 


Mobile. . . 


10.2(2) 


8 .70-3 .74(5) 





New Haven... 
New Orleans. . 


do barges... . 


Norfolk. 
Pensacola... .. 


2.42 
2.39 
2.75 


9.6) 
9.4(8) 
9.7/4) 
9°9 





Philadelphia... 
do barges... 


Pt. Everglades. 


Portland 
Providence 


2.99(6) 


$.09(8) 


x9 .6-9.75(7) 

10(3) 
9.75(4) 
9.65(4) 


3.95(4) 
4.20(4) 





Savannah 
‘ampa 


Baltimore. 


No. 6 Fuel 
No Sulfur 
Guarantee 


- One. -25-2.28(8) 
2. 25(6) 


2.80 


No. 6 Fuel 

No Sulfur 

Guarantee 
rges 


$2.25 (15) 
2.25(5) 


10(5) 
10(6) 


9.6(2) 


No. 6 Fuel 
Max. 1, % 
Sulfur 


(2)$2.85-2.48 
2.43 


(2)$2 . 35-2 . 40 


4.20(6) 
4.20(5) 


8 .89(3) 


Bunker C 
Fuel 
Shi 
Bunker 


$2.25(10) 
‘25 (4) 


Sulfur 
Barges 


- 


2.40 





Baton Rouge 
Boston 


Charleston 


Corpus. Christi. 


—~ 


5 
(3 


2.48 


nore 


-20(3) 
.95-2 .10(2) 


_ 
ao 
~ 
= 





Houst 

Jackson vile. 
Miami.. 
Mobile... 


(4)1 .98-2.00 
2.21(6) 
2.18 
2.08 
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New Haven . 


New Orleans... 


Pensacola... . 


2.30(3) 
1.98(2) 
2.26(3) 


an 


.41 


27 
.95(4) 
23(5) 
30-2 .35 





Philadelphia... . 
Pt. Everglades... 


Portland 
Providence. ... 


2 .23-2.25(7) 
2.18(2) 
2.32(2) 
2 .29(5) 


22(7) 


RBRS| SSS Sas SSE 
= 
Be 


2. 28-2.30(3) 


2.44-2.54 


20-2 . 2216 
15(3) 


29 
26/3) 


2.25-2.27(3) 


2.41 





Savannah...... 


(*) At Atlantic Coast refineries a 
tellers to bulk commercial consumers 


2.23(5) 
2.15(4) 
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of Maryland, and at Tampa, prices of some 
than prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo > patens are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 


Aviation Gasoline meena Kerosine & Light Fuels 
quage oe oo: 41-48 w.w.Kero. .9(2)-9.25-9.5-9.625(2)-9.75(2) 


Greds ote 17 3603) 8(2)-8.25(2)-8 .625(2)-8.75(8) 


Jet Fuel (MIL-F-5624a) 
Grade JP-4 9.25-9 .75(2) 
Motor Gasoline 

Prem. 


12. Sens _ os tery! “we? 25(2)-18.75 
1.75-12-12 ers 
ah oe 


Diesel & Gas Oils 
43-47 Diesel Index 


48-52 Diesel Index 
8. 125-8 .875-8 . 5-8 .625(2)-8 .875 


63-57 Diesel Index... .8.25-8.5-8.625-8.75(2)-9 


8-8 . 25-8 .5(2)-8.75 


Heavy Fuel—Cargoes 
ct Sie. © Ped, O-O0 Bab..coc ki ccvcvcccseses $2.60(2) 
70-72 Oct. M Leaded..........csceeee. Bunker “C” Fuel $1.85(7)-1.90-1.95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars Fg —t nx 7 wash transport lots; aviation gasolines meet specification 
MIL-F-5572, unless + 


District Grade 100/130 Grade 91/96 Grade 80 


Buffalo 
17.4 

15 .2(2) 
11.4(5) 
10.8(8) 


10:4(6) 


Cleveland 


11.85 
11.75-12.065 
(2)11.75-11.9(2) 
(2)10.75-10.9(2) 
x7 .6-8.1(2) 

Fuel x6 . 85-7 .35(2) 
(a) “Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2e per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tend for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 


: 14-14.9 $1.76 Las Piedras or Amuay 
Tia Juana Heavy. . ‘ . 2.1 suey 
ee Las Piedras or Amuay 


Amuay 
Amuay 


Amua: 
Las Pledras or Amuay 





r= 000000 00.00 00 00 2000 80 801+ 
2SRSRSSSSETSRE 


pito 
Capure (Pedernales) 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 


Crude Company 
Arabian Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Esso Export 
Anglo-Iranian 
Shell Petroleum 
rom -Vac. Overseas Supply 
= 
f Exploration 
Anelo-tranian 


Esso Expo: 
Shell Petroleum 
Soc.-Vac. Overseas Supply 39-89. 9 
Eastern Med 
Esso Export 86-86 .9 
M. E. Crude Sales 84-34.9 
Soc.-Vac. Overseas Supply %86-86.9 
Anglo-Iranian 86-36 .9 
86-36. ow oH 
36-88. 9 


Leading Port 


Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 

Fao, Iraq 

Fao, Iraq 

Fao, Iraq 
Mina-al-Ahmadi, Kuwait 
Mina-al-Ahmadi, Kuwait 
Umm Said, Qatar 

Umm Said, 

Umm Said, 

Umm Said, 


anean 
Sidon, Lebanon 


Effective Date 


guenepetrsesespoecesssee 
RFSLRRSSSSLES 


] 


Esso Export 
Shell Petroleum 
Soc.-Vac. Overseas Supply 


Far East Crude Prices 
Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 

for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 

Crude Company Gravity API Price FOB 

Seria Light Sarawak Oilfields Ltd. 87-88 $2.60 


eoeoenensonene 
SSSSSRS 








Effective Date 
Lutong, Sarawak 4- 1-54 
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EXCLUSIVE CUSTOM PACKAGERS 
E Oll — ANTI-FREEZE — CHEMICALS 
COMPOUNDING BLENDING 


PENN-CENTRAL OIL COMPANY 
20TH & KANSAS AVENUE 
KANSAS CITY 5S, KANSAS 


DEE 


30 €. 40 St., N.Y.C. EV 8-4100 











Refinery, 
Texas City, Texas 





PATENT CHEMICALS 
sroreateo 
Poterson 4, New Jersey 


for 
TANK CAR BUYERS 


* 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


P.O. BOX 1051 


TULSA, OKLA 


PHONE 2.4351 





PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE, NEW YORK 20. WY 











This Is Your 
Market Placel 
Write today for Advertising 
Space Rates. 
NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 














PRICES in effect June 7—Tank Wagon 


do not include taxes; they do, however, include f in both gasoline and kerosine prices, 
in nest taxes, shown in separate as follows: 

, include 2¢ federal, and state taxes; also city and county taxes 3 c. 1/20; Fla. 1/8; Ill 3/100¢; Ind. 2/25e; 
@s indicated in footnotes. Kerosine tank pric do not include ; $/200c; Mo. 1/28es Neb. 2/100c; Nev. 
taxes; kerosine taxes where levied are « in footnotes. Discounts, ; § 2/25c; S. C. 1/8e; S. D. 1/400; 
éf any, are shown in footnotes. These prices in effect June 7, 1954, : 
as posted by principal marketing companies at thew s offices, 1/2c; Iowa 1/50c; Mich. 1/Se. 
but subject to later correction. 





Standard of , CHEVRON 
5 


ime 
400 Gals. & 


Esso 
Standard 


ry 
} 


Dir. sine 

T.W. Taxes T.W. 
15.2 18.8 
16. 

15.1 
16.6 
15.6 
16.2 
15.9 
15.0 
15.4 
16.9 

6 


1 

16. 
16. 
16. 
16. 
16. 
16. 
16. 
16. 
14. 
16. 
15. 
14. 
14. 
15. 
14. 
15.9 
14.9 
15.7 
15.3 
15.6 
15.7 
16.2 


Naphthas T.W. & Steel Bbis. 
Min. Spirits V.M.&P. 
18.0 19.6 
24.0 25.6 


16.7 
25.5 
17.2 


Heavy Fuel Oile—T.W. FUEL OILS—T.W, 
No. 5 No. 6 No.1 Ne.2 No.4 No.6 


eesees 8.22 6.36 Atlantic City, N.J. 13.8 12.8 
Newark 2. ae 
Premium-grade gasoline t.w. prices 2.5¢ above . 


our, Georgia and Florida 2c. 
ine— & 
than 1 
time. Camden—Add le for deliveries of 100-299 


@als., 2c for less than 100 gals. 
seve Spirits prices also apply to Stoddard 
Solven' 


. 
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by : ‘ . . . 
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Kerosene Fuel 
T.T TT. GST.T. F.T. 
(400 gals. over) (ex all taxes) 
16.1 12.7 12.7 14.2 
6 12.2 12.2 18.7 
17.3 18.5 13.5 15.0 
18.8 16.1 16.1 17.6 
18.6 15.6 
18.3 
138.3 
15.7 
18.3 
15.2 
18.5 
18.5 
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te tt 
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1 16.7 

16.1 15.4 ; 

Mineral as V.M.&P. 
T.W. T. 
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(N. B. Prices are Continental's 


LadeteteLaletetaetet—t—a 
Cr NWwr ww rDnwos 


Taxes: Louisiana kerosine prices do act include 


le state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
agon Taxes T.W. : 100-899 sale. 2e for less then 3 gals. 
15.3 ron Aviation 80/87 tity delivered 0. ashington price or min. delivery 
17.6 2.0¢ for 91/98, 6.00 for 100/180 and 8.0e f any fy TET delivery of 2,500 gals. 
Kerosine—T.T. prices, at Salt Leake Premium-grade gasoline t.w. prices 2.56 
City, apply to deliveries of & above regular. 
For other deliveries: less than ° 
8c; 200-399 gals., add 1c; 40-199 ° 4c; 
tank truck trailer; 1 Salt Lake imperial 
truck price is for minimum oil 


7 
Ti 


: 


hed 
° 
g 


et tt ee ~ 
DO DA RA: 
Crowaomeaconoe 
tt et et te 
Ran 
mi Wrote Wty OS DMD MWOtN™ 


/ 

City tank 
40 . deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 

40 gals., add 5c. 
“Standard No. 2 Burner Oil. 
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Humble 
Humble fumble 
Gasoline tax column includes these city tax- Oil R 
es: Albuquerque & Roswell, 0.5c; Santa Fe, lc; 
Cheyenne, ic; Casper, lc. 
Discounts: 
Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5c; 400 gals. 


RSRRERRESEE RS 
COHN Orr pO rorern 
PRERERIRRR SERS 
OCH NATH HH NNMNN 


and over, le. ¥ 


Notes: T.W. prices are to all classes of dealers and Taxes: Gasoline taxes are provincial taxes. 
T. W. prices are to consumers and dealers. consumers. Notes: Premium-grade gasoline t.w. priess te 
Premium-grade gasoline tw. prices 2.3¢ Premium-grade gasoline t.w. prices 2c above above » 
above regular. regular. *Price is for Premium-grade. 
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New, quick-connecting leakproof hose coupler 


LOCKS AND SEALS 
AUTOMATICALLY 


With this new design, the operator 
simply pushes the connector over the 
adapter. Two latches lock the unit 
together automatically—no threading 
or tightening necessary. 

When the unit is locked, a patented 
self-tightening seal makes a leaktight 
connection at low or high pressure. 
The mechanism is designed so that it 
automatically compensates for any 
wear in the gasket or metal parts. The 
coupler is free to swivel before pres- 
sure is applied, preventing hose kinks. 

All parts are made of bronze and 
stainless steel to prevent rust or cor- 
rosion. Couplers can be furnished in 
aluminum if required. Elbow style in 
2%" and 3” pipe sizes; straight style 
in 2”, 2%", 3” and 4” pipe sizes. 
Adapters are available for all pipes 


and faucets. 
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~<-— This new coupler snaps 
into place, seats and 
seals itself instantly 
without use of cams or 
levers. No chance of 
any leakage. 


Coupler unfastens with 
outward pull on the 
arms. No spanner or 
wrench required, 


Write us before you have truck 
tanks built or refitted. We'll send you 
the complete details on these re- 
markably advanced couplers and on 
our full line of truck tank fittings and 


petroleum handling equipment. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE + PHILADELPHIA 34, PA, 
Pacific Coast Distributors: 

Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 

Howard Supply Company, 5125 Santa Fe Avenue, Los Angeles 11, Calif. 





PRICES in effect June 7—Tank Wagon—Cont. 


fs 


Aircraft 
_ “tao” Mobligas Gepuias Goode) 
T.W. T.W. T.C. T.C. T.W. — Ww. Tc. T.W. 
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sees cons veee 12.1 oees ¢ ewes 11.1 

Tank ewe ' Prices Rochester Beston Hartford 
18.0 20 5 20.0 


SecoooooososoooSSooSSCOoSSSoSoOS 


IARI 


rr ’ 5 19.0 
V. M. & P. Naphbtha............. psankenatenaen . ‘ ¥ 20.5 21.5 


Taxes: N.Y.C. prices are ex 3% sales prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobile Kerosine—N ig boroughs) and ut. Vernon, tank = less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon ices 0.5e for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 


Oh Sta Sohio X-Tane Gasoline 
lo ndard Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvente—Cons. T.W 
Sehio Sechico Sohio Con- Re- S.R. D.C. V.M.aP. 
Avia. Avia. Sele Naph- Naph- V 
91 100 tha tha 


24.75 27.76 

24.75 27.75 

24.75 27.765 

24.76 27.76 

24.75 27.76 

24.75 27.75 

24.75 27.76 

24.76 27.76 

24.76 27.76 

24.75 27.76 

24.75 2 16 

24.75 27.75 

J 24.75 27.75 ‘ 

any yy — operators ca car purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 

mn suppl 
ts: Sohio Aviation—on con to hangar operators and resellers, 2c off consumer t.w 

Netes: Kerosine, Nos. 1 and 2 Fucks Prices eee See SS oe. et ee, SS add le per gal., 1-49 gals. add 2c per gal. 

Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted ; s.s. prices are at company operated 


ite 


Kerosine No.1 
T.W. Sohio- 


De 
ie 
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Indiana Standard 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indians bulk bulk nae where the company’s prices are publicly posted. 
Red C Furn 
es. Grade) Gaso- Kero- 100=—s« 1100- 100. “T75- 350 
Dir. line sine 1-99 Fm 175 349 849 _ 
T.W. T.W. Taxes T.W. gals. over gals. gals. gals. over 
Chicago, Ill - 88 16.8 naa : awa Sad voee 
South Bend, Ind.. 
Detroit, Mich 
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Fuel Oile—T.W.—Ch . mH. Fire-Chief Gasoline 
Stand: Stanolex (Regular Grade) Kerosine 
Heater Oil Furnace Oil Gasoli Dealer 


15.8 
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i4:8 
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tax these city 
county taxes: Mobile, 2c city; Birmingham, le 
county; Montgomery, ic city & le county; 
Pensacola, le city. Other taxes not included is 
prices: Georgia, kerosine, 1c; Montgomery, 
Coasine, le; Mississippi, kerosine 0.5c. 





Stanolex 

Fuel C 
1-749 x 8.0 
760 ga 7.26 . 
Taxes: St. Louis, Mo., line tax includes Ic Port Arthur... .. 
elty tax. Des Moines, Ia., kerosine and furnace Notes: Dealer an. prices easly also to all 
oil prices do not include 6¢ state tax. State classes of consumers with minimum delivery Notes: 

& use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
added where pon Premium-grade gasoline t.w. prices 2c above regular. 
*“Temporary” price. regular. Cons. t.w. prices same as net dealer prices. 
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UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. To figure ad- 
vance payment count 5 average words as a 
line. (See 1 on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
PROPOSALS, $1.50 cents a line an insertion. 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM News, 330 W. 42nd St., 


CLASSIFIED 





INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ads. 
DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch for all 
advertising appearing on other thon a con- 
tract basis. Contract rates quoted on request. 
AN ADVERTISING INCH is meosured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


N. Y. 36, N. Y. 


SECTION CLOSES each Wednesday, one week preceding date of issue. 














REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 

CHICAGO: 520 N. Michigan Ave. (11) 

SAN FRANCISCO: 68 Post St. (4) 


We W/EMPuoweNT 


———— Selling Opportunity Offered 
Experienced salesman wanted by large Mid- 
Continent refiner to market petroleum products 
wholesale throughout North Central States from 
pipe line terminals. Give complete data including 
age, salary, experience and photo, if available 
SW- '-2837, National Petrole um News. 


— = Positions Wanted —————— 




















College graduate, age 32, with seven years in- 
dustrial sales promotion, ‘market research, sales 
and advertising experience with service station 
equipment manufacturers, desires challenging 
position with progressive concern. PW-2964, Na- 
tional Petroleum News. 
Sales. “Manager, Asphalt & Heavy Fuels. M Meany 
years experience in sales, distribution and tech- 
nique. Now employed executive capacity major 
oil company. Desires change. Graduate engineer, 
early forties, married. PW-2961, National Pe 
troleum News. 
Petroleum Terminal Manager would like to lo- 
cate in the North, West or Pacific North West. 
Degree in Mechanical Engineering, ten years 
experience as heating sales engineer specializing 
in domestic and commercial oil fired heating 
plants of all sizes. Past four years spent in de- 
sign, construction and operation of large petrol- 
eum terminal. With exception of war years have 
been with present employer since 1940. Can pro- 
vide A-1 references. Reply PW-2997, National 
Petroleum News. 





1) EQUIPMENT--ased-surplus | 


pe Fer Sale ———— 


For Sale: Two Pittsb h tank truck meters 
complete with master duplicator register. Ex- 
cellent condition. $200. 00 each. Plaza Fuel Corp., 
New Hyde Park, N. Y. 








For Sale: 2—901—1947 Model Diamond T 
Tractors and 2—4000 gallon 6 compartment 
Trailers. Good Condition. C. Miller, 325 N. 
Fourth St., Zanesville, Ohio. 
For Sale—Tractor Trailer; 
Tractor,, 1945 Fruehauf—4000 gallon Trailer. 
Tractor recently overhauled, new paint. Trailer 
3” manifold and cross over lines, 3 compartments, 
double bulk heads, good paint. Tires 1000 x 20 
throughout. Must sell as complete unit. Write 
Box No. FS-2975, National Petroleum News 
for details or phone GRandview 7700 Cincinnati. 
Price $1800.00 complete 


1948 Mack—EHT 





We buy dirty discarded work gloves. Send 
samples. Finecraft Products Co. 175 Fifth Ave., 
/m s. & 


Spent Fullers. Farth—Bauxite, or like material. 
Karr Karr & Co., 923 E. Broad St., Columbus 5, O. 


| Business | 


lent Independent Oil ‘Co. on Highway 66 in New 
wane Million and Half gallon last year. Gross 
$345,000.00; Equipment and properties in good 
shape; all yours for $125.000.00: Write to Box 
BO-2937, National Petroleum News. 
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1951 P&H CRAWLER CRANE 


Model 255A, Serial No. 14951 


26” Tracks, 40 Ft. Boom with ¥2 Yard Haiss General Purpose 
Bucket. Capacity 21,150 lbs. @ 12 Ft. Radius — 75% of 
Tipping Load. In Excellent Condition. 


5-UNUSED STEEL STORAGE TANKS 


10,000 Gallon Capacity — 4 Compartments. 
10 Ft. in Diameter, 18 Ft. Long. 
¥4"" Steel All Welded Construction. 


To Be Sold As Is, Where Is 


Bids are due on or before 3:00 P.M. Monday, June 28, 1954. 
For details and bid papers write or phone 


The Port of New York Authority 
DEPT. OF PURCHASE & ADMINISTRATIVE SERVICES 
111—8th Ave., New York 11, N. Y. 

ALgonquin 5-1000, Ext. 206 





WANTED TO BUY 


Lithographed Motor Oil Cans 
Discontinued Labels, Styles, 
or Brands. 


WARREN OIL CO. 


811 Howard St. 
Omaha, Nebr. 


STEEL STORAGE TANKS 


Railroad Tank Cor gate 


50 Church Sevect 
—~y York 7, 3 








TANK TRAILERS: 17—4000 gal. (1200-800- 
800-1200). 3” lines, Em. Valves, Cross over- 
— 2-244” or 3” Meters, large side box, legs 
10 x 20 tires, Air brakes, Real clean = ins. 
Perfect for station dely. Price $1750.00 


BRUCE E. HACKETT CO. 
621 West 58 St. KCMO. Phone, Hilond 1385 











OPPORTUNITIES 





business; personal or personnel; finan- 
cial; equipment; ete., may be offered or 
located through the classified advertising 
section of NATIONAL PETROLEUM 
NEWS 


NATIONAL PETROLEUM NEWS 





FOR SALE: 7d for road meeting ICC and 


pe BL on straight air. 
SINGLE AXLE 
RNATIONAL 

NATIONAL 


5 1950 25 TON TRA 


1950 FREUHAUF 
1951 TRANSPORT 
OLEUM 


PET 
1950 FRUEHAUF 7400 MGALLO 
MILLER SALES & SERVICE 
1026 S. a. is bonne City. lowa 


After hours call Ken Berkey, 7798, towa City. 











Want to carry quality control 
right into your customer's shop? 








You can... with USS STEEL DRUMS 


—— no need to stop quality 
control when products leave your 
plant. With USS scale-free, rust-in- 
hibited Drums you can carry it all 
the way . . . when your customer is 
ready to use your products, they will 
be as clean and uncontaminated 
from scale, dirt, grease and rust as 
when they were packaged. 

Whether your products are to be 
shipped long distances, stored for a 
long time, or both, their quality is 
well guarded in safe, sturdy USS 
Steel Drums. They’re safe because a 


UNITED STATES 


tight rust-resisting coating is applied 
over a surface that’s been completely 
cleaned. They’re sturdy because 
they’re -made of high-grade USS 
Steel. USS Steel Drums are better 
for you . . . better for your customers. 


@ United States Steel Products fab- 
ricates stainless, galvanized, tinned, 
painted and decorated drums and 
pails. Furnished in a wide range of 
capacities with a variety of fittings 
and openings to fit your particular 
requirements. 


STEEL PRODUCTS 


DIVISION 
UNITED STATES STEEL CORPORATION 
DEPT. 164, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Los Angeles and Alameda, Calif. - 
New Orleans, La. 


Port Arthur, Texas . 
* Sharon, Pa. 


Chicago, Ill. 





Write for free brochure 


For additional information on this 
quality steel drum write to us at New 
York for this full-color brochure, 
“USS Drums—100% Scale-free and 
Rust-inhibited.” 


he oss. nas, 


/ ‘7 

A. Leo st lie, 
r 7 £ 
~~ 7S f 


“It's Better ta Shin in Steel” 


Us) USS STEEL DRUMS 
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ABOUT OIL PEOPLE 


Peterson Tibbitts Bartlett Clack Thanhouser Floyd 


SPEAKERS at the American Petroleum Institute marketing R. M. Bartlett, vice president marketing, Gulf Oil Co.; W 
meeting in Denver, May 17-19, were: Theodore S. Peterson, Turner Clack, general manager, H. Earl Clack Co.; Lloyd F. 
president and director, Standard of California; Henry M. Tib- Thanhouser, vice president and general counsel, Continental Oil 
bitts, assistant vice president, Harris Trust Co. of Chicago; Co.; Ross Floyd, agricultural research, Continental Oil Co. 


Virginia Oil Men’s Assn. North Carolina Oil Industry Information Committee 


Morrison Kelbaugh 


NEW CHAIRMAN of the North Carolina Oil Industry Information Committee, H. R. 
Dowd, Esso division manager in Charlotte, is congratulated on his new position by 
J. S. Morrison, Georgia division manager, American Oil, Atlanta, who is southeastern 
district chairman of OIIC. Former chairman of the North Carolina group, J. C. Kel- 
baugh is being transferred from Charlotte to Baltimore where he will be promoted to 
division personnel manager for Shell Oil Co. 


Worcester County Petroleum Industries Committee 


Milligan Little Weess Scholl Martin 


PRESIDENT of Pure Oil Co., R. L. Mil- PETROLEUM INDUSTRIES COMMITTEE of Worcester County, Mass., held its 
ligan, with J. O. Little, Pure Oil eastern annual meeting at West Boyleston, Mass., on May 12. Discussing PIC activities are: 
marketing division manager, at the Vir- Alan Weess, district representative—merchandising, Shell Oil; Robert H. Scholl, general 
ginia Oil Men’s Assn. convention in counsel, Esso, and secretary of American Petroleum Industries Committee; John F. 
Richmond, where Milligan was speaker Martin, district manager, Socony-Vacuum, outgoing chairman of Worcester County PIC. 
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ABOUT OIL PEOPLE 
W. W. Keeler Heads Reactivated MPAB 





W. W. Keeler 


S. P. Coleman 


W. W. Keeler is the new chairman 
of the Military Petroleum Advisory 
Board, which was reactivated by 
Interior Secretary Douglas McKay 
early in May to assist the Interior 
Department and the Defense Depart- 
ment on the oil aspects of national 
security. Keeler is a vice president of 
Phillips Petroleum Co. 

In MPAB’s first meeting (in Wash- 
ington, D.C.) since reactivation, elec- 
tion of a vice chairman was deferred, 
but five panels were set up and a 
chairman named for each: 

Production—A. C. Rubel, vice pres- 
ident, exploration and _ production, 
Union Oil 

Refining—C. E. Davis, vice presi- 
dent, refining Shell Oil Co. 

Transportation—R. E. Nelson, Jr., 
general manager, crude supply lines, 
Indiana Standard 

Program—S. P. Coleman, director, 
Jersey Standard 

Materials—Elmer Batzell, Washing- 
ton, D. C., oil attorney 

Batzell was the first to draw an 
assignment from the board—to draft 
proposals for procedures and circulate 
them among the members before the 
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E. Batzell 


C. E. Davis 


R. E. Nelson, Jr. 


A. C. Rubel 


next meeting, probably in about three 
weeks. 

The MPAB is composed of 21 oil 
industry officials appointed by Sec- 
retary McKay to serve periods of one, 
two, or three years: 

One Year—Elmer Batzell, Washing- 
ton, D. C.; Reid Brazell, Leonard Re- 
fineries; C. E. Davis, Shell; D. K. 
Ludwig, National Bulk Carriers, Inc.; 
B. L. Majewski, Great American Oil, 
A. C. Rubel, Union Oil; J. Ed Warren, 
National City Bank of N. Y. 


Two Years—Paul Benedum, Hia- 
watha Oil & Gas; George A. Davidson, 
Standard of California; Minor S. Jame- 
son, Independent Petroleum Assn. of 
America; J. Howard Marshall, Signal 
Oil & Gas; C. Stribling Snodgrass, 
Washington, D. C.; Charles E. Spahr, 
Standard of Ohio; Charles E. Webber, 
Sun Oil. 

Three Years—Stewart P. Coleman, 
Jersey Standard; J. Terry Duce, Ara- 
bian American; J. W. Foley, The Texas 
Co.; W. M. Holaday, Socony-Vacuum; 
W. W. Keeler, Phillips Petroleum; 
G. L. Mateer, Cities Service; Richard 
E. Nelson, Standard of Indiana. 


Brandon H. Grove has been ap- 
pointed assistant to Robert Siegel, di- 
rector in charge of Middle East affairs 
for Socony-Vacuum Oil Co. Grove 
comes to New York from Cairo, 
Egypt, where he was president of 
Socony-Vacuum Oil Co. of Egypt, and 
managing director of Socony-Vacuum 
Oil Co. (Sudan), Ltd. 

Francis M. Smith, will succeed 
Grove in both offices in Cairo, and 
will continue as a member of Socony- 
Vacuum’s foreign trade committee. 

* 


Gustafson Oil Co., Chicago, and its 
subsidiary, Fuel Oil Terminals, have 
moved into larger, newly decorated 
and air-conditioned quarters on the 
4th floor at its present address, 624 S. 
Michigan Ave. Open house was held 
May 25. 


W. L. Orr has been appointed credit 
manager of Gulf Oil Corp.’s Houston 
(Texas) sales division, replacing Frede- 
rick M. Whitehill, who died suddenly, 
April 24. Orr had previously been 
assistant division credit manager-retail. 

P. W. Crawford, formerly assistant 
credit manager-wholesale, succeeds 
Orr as assistant division credit man- 
ager-retail. 

G. J. Wilson, of the Houston di- 
vision credit ‘department, has been 
appointed assistant credit manager- 
wholesale, succeeding Crawford. 

aa 

Joseph Joiner, Jr. has been elected 
president of Maritime Petroleum 
Corp., succeeding H. B. Van Cleve 
who resigned. Maritime is a New 
York City heating oil marketer, buy- 
ing in cargo lots and selling wholesale 
only. 

John H. Tudor is the company’s 
new  secretary-treasurer succeeding 
Rupert R. Lewis who also resigned. 

Van Cleve and Lewis will both 
continue with the company as mem- 
bers of the board of director. 

4 

Leo C. Tonjes managing partner of 
Pearl Oil Co., Bowling Green, Ohio, 
is consolidating the operations of his 
jobbership. The firm’s bottled gas busi- 
ness is being moved from its downtown 
location to the bulk plant where a 
display room is being modernized for 
bottled gas appliances. 

Pear! Oil has discontinued its whole- 
sale tire business, Tonjes says, but is 
keeping its retail side because of its 
farm business. 

. 

Col. Shelly L. Gillette, formerly 
with the Armed Services Petroleum 
Purchasing Agency and currently a 
student at Air University, Maxwell 
Field, Ala., will replace Col. Arnold 
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“With Richfield Products ... our 
gallonage increased 100%" 





“Word of Mouth” 
Advertising — 
From Johnstown, Pa. 





Richfield Word-of-Mouth advertising, above all, is believable. 
No smoke screens or fancy claims—just a sound tip from one 
distributor to another. Read, for example, this unsolicited 
letter from Richfield Distributor Dave Sherer of Johnstown, Pa 
to the President of Richfield: — 


“Dear Fred—Please accept my heartiest congratulations on 
Richfield’s 25th anniversary. We know they have made con- 
siderable progress under your leadership, and justly so. 


“We who mark our Sth anniversary are proud to be in such a 
marvelous Richfield family. We are also proud of the fact 
that with Richfield products we have progressed for the past 
five years to such an extent that our gallonage has increased 
100%.—Sincerely yours, Dave.” 


Could you write a letter like that to your supplying company’s 
president? It may pay you to look into all the unique 


advantages of a Richfield franchise—now. 


Write, wire or phone 


RICHFIELD 


OIL CORPORATION OF NEW YORK 
542 FIFTH AVENUE. NEW YORK 36, N. Y. 


Serving the Eastern Seaboard from Maine through Florida 
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ABOUT OIL PEOPLE 


C. Gilliam as chief of the Petroleum 
Branch, Office of the Quartermaster 
General. 

Col. Gilliam moved over to ASPPA 
to replace Col. Douglas Brown as di- 
rector of the agency, May 15. 

In another switch of military oil 
personnel, Lt. Col. Walter S. Hausman 
will return from overseas duty to re- 
place Col. G. H. Montgomery as the 
Army member of the Office of Petro- 
leum Logistics. 





- 

Floyd Pratt, 
former assistant 
sales manager of 
Tide Water As- 
sociated Oil Co.’s 
Los Angeles dis- 
trict office, has 
been made dis- 
trict sales man- 
ager. He replaces 
John M. Shea 
who will retire 
July 1 after 35 


F. Pratt 


years’ service. 

Pratt joined Tide Water in 1919 in 
Reno, Nev., as the firm’s agent and 
later became sales supervisor in Ne- 
vada. In 1935 he was promoted to as- 
sistant district sales manager in Los 
Angeles. From 1945 to 1951 he was 
district sales manager in Honolulu. 

. 

Bryant F. Kenney, chairman and 
managing director of one of Standard- 
Vacuum Oil Co.’s South African sub- 
sidiaries, has been elected to the board 
of the parent company in New York. 
Kenney is a native of Oxford Junction, 
Iowa. 

Other changes in the company’s 
South Africa personnel include: 

Joseph B. Nolan, Capetown, will co- 
ordinate the activities of all Stanvac 
interests in South Africa in his new 
position as shareholder’s representa- 
tive. In this capacity he will also be 
chairman of the board of Stanvac’s 
marketing affiliate, Vacuum Oil Co., 
of South Africa (Pty.) Ltd., and of 
Standard-Vacuum Refining Co. of 
South Africa (Pty.) Ltd. 

Charles E. Solomon, also a South 
African citizen, succeeds Nolan as 
managing director of the marketing 
company. 

John B. Hanna, who came from the 
U. S. about two years ago to supervise 
a new Stanvac refinery, will succeed 
Kenney as managing director of the 
refining subsidiary. 

* 

J. E. Schwade is moving from Cleve- 
land to Pittsburgh to take a new job 
as special representative in the sales 
department of the Republic Oil Re- 
fining Co. He was formerly with Ohio 
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River Oil Co. Earlier he had been with 
Allied Oil Co., Inc., Cleveland, and 
with Shell Oil Co. in Detroit. 

_ 


Dr. William J. Sparks, director of 
Standard Oil Development Co.’s chem- 
ical division, was presented the 1954 
Gold Medal of the American Institute 
of Chemists at the organization’s pro- 
gram in Asbury Park, N.J., May 14. 

Dr. Sparks is the co-inventor of 
Butyl synthetic rubber, along with 
R. M. Thomas, another Standard De- 
velopment scientist. As the 26th per- 
son to win the annual award, Sparks 
was cited “as an eminent chemist who 
has striven unceasingly for the promo- 
tion of the science of chemistry and 
the professional advancement of the 
chemist.” 

se 

Arthur C. Stewart, vice president in 
charge of marketing, Union Oil Co., 
Los Angeles, has been elected to the 
Stanford University board of trustees. 

a 


Willard E. Sauerbrun will cover Sin- 
clair Refining Co.’s New Jersey area 
from Union, N. J., in his new job as 
lubrication engineer of the industrial 
products department. Before joining 
Sinclair in 1946, as an industrial rep- 
resentative, Sauerbrun was a petroleum 
inspector on War Department petrol- 
eum materials for E. W. Saybolt & 
Co. of New York City. 


DEATHS 


Walter E. Nichols, owner of three 
North Carolina oil jobbing companies, 
died May 26, in Bermuda where he 
and his wife were attending the North 
Carolina Jobbers Assn. spring conven- 
tion cruise. The party of about 100 
had left New York City on the Queen 
of Bermuda, Monday, May 24. 

Nichols, who was 65, had distrib- 
uted American Oil Co. products in 
North Carolina since the early 1940's. 
Born in Durham County, N. C., Nic- 
hols had lived since 1911 in Coats, 
N. C., where he first went as a tele- 
graph operator. 

He was president of four companies: 
Coats Mercantile Co.; Lee Moore Oil 
Co., (Sanford, Dunn and Coats, N. 
C.); P. & N. Oil Co., Siler City, N. C.; 
and Enterprise Oil Co., Ashboro, N. C. 

Active in civic affairs, he was a 
board member of the First Citizens 
Bank and Trust Co.; vice chairman, 
board of deacons of the Coats Baptist 
Church; member of the Harnett 
County board of education; a past 
trustee of Campbell College and past 
vice president of Dunn Hospital. 


COMING MEETINGS 


JUNE 


merican Petroleum Institute, Eastern District 
meeting, Division of Production, Greenbrier 
Hotel, White Sulphur Springs, West Va. 
June 17-19. 


Georgia I t Oilman’s Assn., second 
annual Management Institute, University of 
Georgia, Athens, Ga., June 21-23. 


Louisiana Oil Marketers Assn., annual con- 
vention, Jung Hotel, New Orleans, La. 
June 27-28. 


AUGUST 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Secy. of Automotive Engineers, national West 
Coast meeting, Los Angeles, Calif., Aug. 
16-18. 


SEPTEMBER 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


New Mexico Petroleum Industries Committee, 
annual convention, LaFonda Hotel, Santa 
Fe, N. M., Sept. 13-14. 


Packaging Institute, Petroleum Packaging 
Committee, Philadelphia, Pa., Sept. 13-14. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Assn., fal! convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 


Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


OCTOBER 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Oct. 10-12. 


National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Secy. of Automotive Engineers, national trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 21-22. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Secy. of Automotive Engineers, national diesel 
engine meeting, Statler Hotel, Cleveland, 
Ohio, Oct. 26-27. 


NOVEMBER 


Secy. of Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Okla., Nov. 4-5. 


American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Assn. of American Battery Manufacturers, an- 
nual convention, Edgewater Beach Hotel 
Chicago, Ill., Nov. 15-17. 


Packaging 


Institute, petroleum 


packaging 
committee, Statler Hotel, New York, N. Y., 
Nov. 29-30. 
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Ban arge siliten has gone Modern! A. 0. Smith 
Meters put an end to the old-fashioned 
method of barge strapping with its inac- 
curacies, uncertainties, misunderstandings. 
Now, refined product is measured with 
- utmost accuracy by A.O. Smith Meters. 
_Delivery to barges is recorded on printed 
tickets. An important accessory on this 


' “~For complete info 
write, A. O. Smith 
Smithway St., 
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Close-up of battery of six A. O. Smith S-75 
Meters equipped with Slow-closing Set Stop 


Valves. Each two in parallel handles 1500 
gallons per minute. Location: Wood River, 
Illinois floating dock owned by Standard Oil 
Company of Indiana. Yass 
* YER / SS 
184 - 1984 


AOSmith 
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M E TF CE R ee se oe 
Factories: 5715 Smithway St., Los Angeles 22, Calif., P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wisc. 
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GASOLINE ENGINE 
SERVICE 


MS 
MM 
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SUN OFFERS YOU OILS TO MEET ALL 
NEW API SERVICE CLASSIFICATIONS 


DIESEL ENGINE 
SERVICE 


DG 
DS 


For marketers who do not have blending equipment, 
Sun can supply a complete line of finished oils, SAE 
5W-20 through 50, to satisfy every operating require- 
ment of gasoline and diesel engines. 


To compounders, base blending stocks are made avail- 
able for compounding their own motor oils to meet 
every API classification. 


Available only in drums and bulk 








Write for new booklet, “Sun Motor Oils for 
Wholesalers”. It gives information on service 
requirements and the Sun Oils available for use 
under each API classification. 











SUN OIL COMPANY PHILADELPHIA 3, 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 





